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GAS-FIRED 


are adapted for the home and small industrial plants for heating, for 
hot water storage and for low pressure steam uses 


The VESUVIUS is built the way a practical gas man would have it. The Burner has a 
wide range of adjustment for either manufactured or natural gas. It 1s automatically controlled 
and requires no attention after lighting. 

The VESUVIUS Tank Unit will help straighten out your load curve. There are dozens of 
such prospects in your town, and we can supply the heater with or without tank at a very attrac- 
tive figure to the purchaser. The gas is under thermostatic control, thus assuring water at the 


desired temperature. 























Vesuvius Storage Water Heater 


The VESUVIUS is equally efficient 
for house heating, garage heating, Pent 
House Heating and dry room heatins 
with either water or steam. Your cus- 
tomer will be satisfied with its efficient 
and economical operations Vesuvius House Heating Unit 











Then there are the uses of steam for embossing machines, glue cooking, cauldrons, tire vul- 
canizing molds, restaurant steam tables, urns, etc., where a VESUVIUS Heating Unit will eff 
ciently meet the demands. 


We have a special proposition for the Gas Companies to handle the VESUVIUS Heating 
Unit. Write us today. Dept. J 


Five Hundred and Five Fifth Avenue 
at Forty-second Street 


NEW YORK, N. Y. 


I . 2 


Y., under the Act of March 3, 1879, 
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| have heard of certain manufacturers who spent 
as much as a million dollars advertising certain com- 
modities that they were preparing for the market 
They were not afraid to take a chance, and the result 
was that when the goods were placed upon the sales 
counter they sold like circus lemonade out in Ari 
zona during August. 

During a meeting of the Denver Realtors one of 
the speakers said: “The 
trouble with us is, we do 
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Meeting Competition with a Wallop in Both Hands 
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can make as he sees and feel as he feels,” the 
glib tongue of the advance agent wagged, eyes 
popped open, ears took in all that he said, and some 
of the auditors just vowed they were in Wonderland 
all because there was no one there to tell them if you 
dance to the fiddle you must pay for the fiddler 
What do ! refer to? 
I mean that pretty is as pretty does; and there is 
nothing that these nickel- 
plated utensils will do that 


you sce 





not advertise enough. If .- 
we were to advertise like || 
the various stock and f} 
bond dealers there would 
not be an unsold piece of 
property.” | 

The speaker wasaclose ]} 
observer and stated facts. 
There are few if any con 
cerns that advertise with ]| 
the same zeal and conti 
nuity as the and 
bond dealers. They keep 
at it so constantly they do 
not allow us to forget. 
There is never a day pass- 


stock 


ing but what the news appliances. 
papers carry their ads. 

No doubt the General 

Electric Company was : 

thinking about the same life. 


thing, for the echo of the 
Realter’s voice had hardly 
faded into silent dell when ______— 





Here is a most readable article 
which has the added advantage of _ | 
carrying a punch. We don’t see 
how anyone could possibly read it | 
without deciding at once that this 
is the time to get busy and sell gas 
This is the age of the 
doer, and this is the best year of his 


Come on and hustle.—Editor. 





cannot be done with 
as fuel, and yet we stand 
aside and let the other fel- 
low tell the world how 
much better he is than we 
are. Now, there is no 
if gainsaying that. We have 
certainly been content to 
sit moping while the op 
position stayed awake fig- 
uring how to get the trade, 
and, having decided, are 
acting. So you think that 
it was idle curiosity that 
prompted these people to 
attend the exhibition ? 
Disabuse your mind of 
that idea at once, because 
you are wrong. The ma 
jority of the people came 
because they wanted to 
find out how to live more 
comfortably. long 
have we allowed the 


gas 


‘Too 








a corps of electrical ex- 

perts came from the East, 

bringing with them the latest and greatest in elec 
trical appliances. 

The first thing these wise men did was to adver- 
tise the fact that they were coming, then to adver- 
tise that they had arrived; and after arriving they 
told the folks how glad they were to be with them, 
and that they would give a free exhibition of all 
their bright and shiny utensils. 

Salesmen from various salesrooms and clerks from 
stores for miles around came, and the citizens helped 
to swell the attendance until there was not even 
standing room. A stage was erected, and owing to 
the flood lights that played upon the nickel-plated 
ware its very appearance made the uninitiated think 
that they had found Wonderland. 

Acting upon the proverb “An orator is one that 





woman to suffer torments 
in the kitchen when we 
had it within our power to help her by suggesting 
the use of gas appliances, but we failed. We left her 
there with the old coal fire, and now the man tells 
her that electrical appliances will prove a soothing 
balm to her “baked feelings” and, of course, she is 
enthused. 
Is it tco late for us to redeem ourselves? 
No; but we must arise and assert our wares. 
Now, it should not reauire much reasoning to con- 
vince you that a lot of salesmen listening to the well- 
posted agents of the electrical company will acquire 
the “gift of gab” to enable them to convince cus- 
tomers of the merits of their ware over all com- 
petitors, unless we meet them with facts and figures. 
We should not hesitate to meet them, for we can 
show that we are able to go them one better because 
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ours is just as good as theirs—yes, even better. And 
don’t forget to apply the remark that wins the ma- 
jority, and that is: “We can do it cheaper.” 


Some Converts Made 


Of course, there were some converts made and 
ready to mount the housetops and proclaim that no- 
where in this wide world was there such a good thing 
to cook with as electricity, and that they never saw 
water heated as quickly as was done by the cute 
“Little Heato.” 

It is up to us to start right now to arrest any ad- 


The quasi-converts do not, as yet, realize that those 
bright and shiny utensils can only be used where 
there is an electrical attachment. They have not 
stopped to calculate the additional charge to operate 
those “pretty things” as compared with the everyday 
pots and pans that will go well with coal, coke, char- 
coal or gas fires. 

Too many are of the opinion, when you speak of 
electrical cooking utensils, that absolutely all heat 
is expended upon the thing to be cooked and that 
there is absolutely no rise ‘n the room’s temperature 
where such electrical instruments are used. 

Nothing could be farther from the truth. Not only 
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Yet We Stand Aside and Let the Other Fellow Tell the World How Much Better He Is Than We Are 


vertising that these converts may scatter throughout 
the cities, by calling attention to the fact that while 
the electrical experts stated many truths they only 
went half-way and did not give the facts and figures; 
that is, did not show the comparative cost of gas and 
electricity. 

If this had been done, then, the audience would 
have found out that electricity is a high-class fiddler 
and must be given high-class pay, while Old Gas is 
a better fiddler and does not expect so much pay, 
because it not cost much to live as it 
does electricity. 

Now, we know that electricity is not all that the 
glib-tongued orator told the people it was; but why 
is it the people are so enthusiastic about it? 

Simply because you and | have been content to 
sit, hope and wonder why, with hot weather coming 
on, there were not. more sales of our ranges. 
There has been too much of. the “‘Let George do it,” 
and from what its shown it seems that George has 
joined the eleetricat workers, and he is doing it and 
you, too 


does gas as 


gas 


is there quite a rise in the room’s temperature but 
there will be quite a rise in the bill for increased cur- 
rent consumption. And, then, there is the upkeep to 
be reckoned with—viz., element burning out, cords 
breaking, fuses blowing, etc. It is then the former 
enthusiasts will raise Cain. many are of the 
opinion that foodstuffs cooked with electricity must 
taste better than when cooked with any other kind 
of heat. That is purely sentiment and will wear off 
after the novelty is passed, and that will pass when 
the increased bills mentioned come in or when these 
auondam shiny utensils tarnish, and that won’t be 
long. 

Good foodstutfs when properly cooked taste just 
as well with one kind of heat as with another, and 
any chef will admit of that fact. 

If that were not true, then we might buy cheap 
foodstufts, cook them over some special flame, and 
expect to have in return a choice delicacy. 

That is akin to expecting something for nothing, or 
to create something out of nothing. 

(Continued on page 498. 
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Lessons the Gasman Can Learn from the Past 


Inspiration Can Be Found That Will Drive Us to Greater Efforts 


By J. E. BULLARD 


It may be thought by some that the present problems 
in the gas business, at least the greatest problems, are 
not selling problems. <A closer scrutiny of the situation, 
however, will reveal that it is through salesmanship and 
salesmanship alone that the gas industry can be planted 
firmly upon its feet and be made the greater and more 
profitable industry that it is going to be. 

That it is no longer only a matter of selling gas ranges 
and water heaters, gas 
lighting and industrial ap 
phances, is apparent. The 
kind of salesmanship thai 
is needed to-day is the kind 
that can sell ideas, new pol 
icles, more advanced meth- 
of doing business. 
These must be sold io the 
public, to the stockholders, 
and perhaps even to some 
gasmen themselves. Never 
theless, it is primarily a 
case of salesmanship. 

We accustomed to 
look upon Napoleon as a 
great general rather than 4 
great salesman. Yet it has 
been said and a study of 
his lite will bear out the 
statement that the Corsican 
raised himself from noth 
ing to be the most power 
ful monarch in the world, 


UP 


ods 





are 


or the world has’ ever 
known, through salesman 
ship. Decause of his hum 


ble origin he had the great 


est obstacles to overcome, and Faith 
yet through salesmanship 
he was able to advance and to keep on advancing 


Napoleon himself said “The thing that marks me 
most is that I see clearly; it is the same with my elo 
quence, fer I can distinguish what ir: essential 
question from every angle.” In other words, he prided 
himself upon h‘s ability to present his point of view in 
such a manner as to sell to others his own ideas 

\nv one who believes there is no future to the gas 
industry will do well to read the following quotation 
from a speech made by Napoleon to the Italian troops 
at Nice. He said: 

“Soldiers! You are naked and starving; the Govern 
ment owes you much and can give you nothing. Among 
these rocks. your patience, your courage are admirable ; 
but not one ray of glory can shine down on you. [| will 
lead vou into the most fertile plain of the earth. Wealthy 
cities, great provinces, will be in your powers and there 
await you honor, glory and riches. Soldiers.of Italy, 
will your courage, will your constantcy fail?” 

It is apparent that the conditions at the time this 
speech was made were very discouraging. Yet Na 
poleon was able to sell his ideas to his troops so effec 


in 1 





He Sold His Soldiers 


in 


tively that they pressed on and fought on untl they 
made him ruler ot a goodly part of Europe. 
What would happen in the gas industry if 
leader could inspire all gasmen, all employees, with the 
enthusiasm that Napoleon inspired in his troops? It 1s 
perfectly apparent that any and all of the problems that 
present themselves at present would seem small and in 
significant indeed As one studies the life of Napoleon 
he becomes more and more 
convinced that it was not 
his skill in military strategy 
that was responsible for hi 
great victories, but that it 
was the enthusiasm that he 
was able to inspire in his 
troops. In other words, hi 
ability as a salesman. He 
sold his soldiers confidence 
in himself and faith in his 


some 


plans. With those two 
things accomplished, those 
two sales made, victories 


just naturally followed 


Building Enthusiasm for 
Our Industry 


Under present condi 
tions, then, it would seem 
to be an excellent idea to 


take a few leaves from the 
life of Napoleon and in 
spire everyone connected 
with the industry with 
more enthusiasm than he 
ever before has had for it 
To-day, the gas industry is 
a far more important one 
than it ever was before. People are only just beginning 
to realize to how great an extent they are being served 
by the people who work for the gas company. 

\s a matter of fact, there are few men who 
realize to the full how great and important a work they 
are doing. People talk about the wonder of electricity 
because that is a comparatively new thing. They forget 
or do not know about the wonders of gas because that 
has been used for several generations. 

It most certainly is a wonderful thing to take some 
dirty black coal that has lain in the earth for ages and 
from it abstract such a clean and convenient fuel as 
gas, deliver this right to the appliance in which it is to 
be used and measure it with greater accuracy than the 
best watches measure time. Yet that not all be 
cause the gasman can take some of the solid matter 
that is left behind, mix it with water and make still 
more But even then the wonders that are per 
formed by the gasman have only begun to be told. He 
has released substances that are needed in many lines 
of manufacture. 

There is ample room to we: 
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around the gas industry as has ever been woven around 
any other. There may be more. It is simply a matter 
of salesmanship, and it is well to bear in mind in this 
connection that if Napoleon had not been the great 
salesman that he was there would never have been as 
many books written about him as there has been. 


Another Great Salesman 


here once lived another great salesman who should 
prove a great inspiration to the gasman. That which 
this man was selling subjected him to a great deal of 
persecution. It caused him to be thrown into prison. 
His life was often in danger. Still he persisted. 

When the gasman compares the revenue of his com- 
pany with the expenditures and when he has to fight 
every inch of the way in order to secure a rate increase 
that will barely cover expenses, when he finds it almost 
impossible to raise the money necessary to pay the cost 
of new construction that must be built or repairs that 
must be made, he may feel that he is being persecuted 
by the public. He is finding it hard to keep out of 
bankruptcy, perhaps, yet cannot look to the public for 
whole-hearted support. They have not yet been con- 
vinced that the gas company really deserves the support 
on their part that the company seeks. 

This is another case where salesmanship is urgently 



































































In Those Days It Did Not Look As if Practically 
the Whole World Would Become Christian 


required. Therefore, it may be well to learn a lesson 
from that other great salesman who has been men- 
tioned. This salesman is Saint Paul. 

It may truthfully be said that Saint Paul sold the 
Christian religion to the world. It required the great 


powers of salesmanship that he possessed to persuade 
the people of the world to turn from their old religions 
and to adopt the new which had so recently been taught 


by the Nazarene Carpenter. 

In those days it did not look as though practically the 
whole world would become Christian. There were 
older religions. There were numerous religions. The 





new one was put forth by a race that had not had ; 
great and as powerful a history as some of the whee 
races. There were various reasons which could be ad- 
vanced to show why there was no future for this new 
religion and that it would soon pass out of existence. 
Salesmanship such as that which Saint Paul used, 
however, could not be resisted. Read and study his 
epistles and one learns something really worth while. 
Bear in mind the conditions under which he 
ing and his salesmanship appears even greater. 


was work 
He who will prophecy that religion, any move- 
ment, any idea, any business has no future before it, 
is foolhardy indeed. The future of any of these depends 
in no small measure upon the salesmanship that is dis- 
plaved in selling them to the public. 


any 


Suddenly remove all the churches from our midst, 
all the Bibles, all the teachings of Christianity, in short 
all the salesmanship that is being used to keep us sold 
on the idea of Christianity and how long would the 
world remain Christian’ History indicates that there 
would be a general turning towards that religion that 
was being presented in the most forcible manner. 


Selling Will Bring Consideration 


It is no different with an industry. Sell the idea of 
the gas industry thoroughly to the public, to the employ- 


ees, to the stockholders, to the management, to everv 
one in any way, shape or manner connected with the 


industry as a seller, buyer, financier, manager, or other 
capacity and it will be only a matter of a comparatively 
short time before the public gives the gas company more 
consideration. the man with money is more anxious to 
invest it in the gas industry, the ambitious young man 
of ability is more desirous of making the gas business 
his life work, the management of the gas industry is 
looked upon as a more important and a more noble pro- 
fession. It is really merely a matter of salesmanship. 

Combine the salesmanship of Napoleon and Saint 
Paul and all those problems which to-day appear so 
momentous will shortly vanish into thin air. The Alps 
did not stand in the wav of Napoleon. Age-long preju 
dice did not stand in the way of Saint Paul 





The greatest story of persist- 
ency in the world is in the Bible. 
In these references no irreverence 
is intended either by author or 
artist. We know that the mes- 
sage is made the stronger by the 


seriousness with which the sub- 


ject is treated.—Editor. 
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Selling by Means of the Telephone 


The Success One Man Is Having in Producing Orders 
By FRANK L. McCORMICK 


There is no doubt but that every gas appliance 
salesman knows how to use the telephone, but how 
many are getting the results from this aid that they 
should? Many salesmen don’t use the telephone for 
digging up new business, but rather for the details 
that follow an actual sale and in seeing that delivery 
is made. 

Recently a sales manager of one of the larger gas 
companies in discussing this question of sales point- 
ed to one of his men, seated in the corner of the gen- 
eral salesroom, who apparently was busy with some 
kind of report. 

“That man.” declared the sales manager, “is one 
of our most successful salesmen, and yet I don’t be- 
lieve he spends two hours a day 


his 
desk.” 


away from 

l’ressed for details, the sales manager smiled and 
led the way over to the young man, saying: 

“T’ll let him tell you himself.” 

“lm just using the methods that other lines of 
business find bring the best results,” 
man. 


said the young 
“Vou see, before I came with this company | 
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“At the start I 
called up people 
that were not 
good prospects 
in any sense of 
the word.” 


was a stock salesman. Now, most of my sales were 
made over the telephone, even the first sales. In 
other words, I used this instrument to establish the 
point of contact. I don’t believe that 1 ever knew 
half of my customers except as a voice over the 
Now I’m simply applying what I learned 
there to this business and it seems to be fairly suc 
cessful. 


phone. 


“When I came here the only way I knew of get 
ting customers was by taking names from the tele 
phone book and then calling them up. Of course 
| didn’t go about it in such a hit-or-miss way as that 
sounds, but I surely reduced the physical effort to a 
minimum. [I would take a name from the phone 
Then I would decide whether the neighbor- 
that my prospect lived in was satisfactory 
‘Then I would go to the accounting department and 
learn the history of the account, how long it had 
been on our books, the average consumption of gas 
per month, and such other details as I could. 

“At the start I'll admit I called up a few people 
who were not good prospects in any sense of the 
word, but as I gradually learned something about 
this gas business I was able to cut down on the 
wasted calls, until now very few people get on my 
list who cannot be interested in some appliance. You 
know that the books will give you a fair idea of 
about the worth of a possible customer, particularly 
if you take time to analyze the figures. And _ then, 
again, the books will show what appliances have 
been bought, how recently, and how they were paid 
tor. 


book. 


hood 


Making the Call 


“After having decided that the name presents fair 
possibilities, | call up. I'll be honest enough to say 
that I’m not always sure of what I’m going to say; 
probably in half the cases I don’t, but that doesn’t 
make me put off the call. If I don’t accomplish 
anything else, at least | will have made that prospect 
realize that the gas company has a man who will be 
glad to do anything within reason to help give 
service. 

A few minutes later the writer overheard 
young salesman in the act of selling a range. 
end of the conversation was about as follows: 


this 


His 


A Demonstration 


“Good morning, Mrs. ——. This is the gas com- 
pany, Mr. Blank speaking. I’ve been planning to 
call you up for the past two or three days to talk to 
you about a gas range that I am sure will prove in- 
teresting to you. Now, I know that your range is a 
good one, for, if our records are correct, we sold it 
to you. But that was a number of years ago, and I 
am sure that this range I am speaking about will 
really be a great saving to you in the long run.” 
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There was a slight exchange of conversation, and 
thereupon the young man launched into a descrip- 
tion of the range that he was planning to sell her. 
‘He pointed out its advartages, admitted that the 
range then in use was a splendid one, said there were 
many fine ranges on the market, but declared that 
this particular range was the one that he had de- 
cided would be most suitable to her needs. 

It was an artful way he led up to the price of the 
range, but by the time the customer was ready to 
ask the cost he had her more than half sold. Then 
he closed the sale briskly, rang off as quickly as he 
courteously could, and made out the order. 

“T’ll admit that all of the sales aren’t as easy to 
close as that one was,” he said with a smile, “but I 
manage to turn in quite a few orders during the 







































































Cost He Had Her More Than Half Sold 


course of a week for different appliances through 
using the telephone. ‘There’s another point about 
telephone selling that adds to its advantages in my 
mind. That is, there are fewer cancellations of or- 
ders. I’ve seen some mighty fine fellows sell an ap- 
pliance, even get the signature on the dotted line, 
and then have the order canceled. 


Overcoming an Obstacle 


“When I first began selling over the telephone for 
this company I had a stumbling block that seemed 
almost insurmountable. That was the fact that many 
people have been educated up to buying from pic- 
tures. Now, you can see that it is utterly impos- 
sible for me to attempt this way of selling if I have 
to send out photographs of the various appliances to 
every customer. There are some who insist on it, 
but in the majority of cases [ am able to overcome 
that handicap 

“T make it a practice to talk with every manufac- 
turer’s representative who calls here Now, he tells 
me about his line of gdods, and naturally he points 
out the particular advantages that his house claims 
over competitors. As soon as I can I examine the 
appliance he has been talking about.. I know the 








best points to look for, for he has already told me 
about them. But I want to see them myself. Then | 
go to my desk and write out the description of the 
appliance, using my own words. It isn’t necessary 
for me to memorize these points; they have been 1m- 
pressed on my mind through writing them. So when 
[ am describing an appliance, such as a range or 
room heater, I start on the basis that the prospect 
has a general idea of how they look. And you must 
admit this is so. It becomes only a question of hav- 
ing a common starting point, and then leading the 
talk into the channels that I want it to go.” 

Never more than five telephone calls are given to 
a prospect betore the name is dropped from the list 
temporarily. These calls will be a week apart, then 
two weeks, and a month is allowed to elapse before 
the final call is made. If this prospect fails to give 
any encouragement the name is placed aside and not 
followed up again for six months, unless some cir- 
cumstance warrants a call. 


Missionary Work 


At least one hour each day is devoted to mis- 
sionary work. The names are taken from the tele- 
phone directory and called up usually in the early 
afternoon. This is the equivalent of the axiom of 
the piano sales manager of “ringing one hundred 
doorbells a dav i 

The cards that are used for keeping the records of 
the cails with their results are simple in design, hav- 
ing lines for the name, address and telephone num- 
ber. Below are listed the dates of the calls, with 
space for remarks as to the result of each conversa- 
tion and a list of the appliances that interest the 
prospect. Thus a salesman always has full informa- 
tion regarding the person he is talking to. If there 
are any circumstances that may have an influence on 
the sales these are noted on the back, and across the 
bottom of the face of the card is written in red ink 
the word “over.” There is then no reason for over- 
looking this information, which may be the deciding 
factor in closing the sale. 

After the card is finished it is filed under the tickler 
system and automatically is returned to the salesman 
on the day he has specified. 

The use of the telephone has grown extensively 
in the past few vears, and the number of homes that 
are equipped will be surprising. 

One company has found it very profitable to have 
a young woman use the phone for sales. Her method 
of approach differs from that of the salesman, inas- 
much as she calls up to talk about a new recipe or 
method of using a range that has brought results for 
other housewives. She even discusses the society 
news, and she is a close student of fashions, so that 
she is always ready to talk on this subject, which is 
so close to every woman’s heart. But she is an adept 
in leading the conversation away from fashions and 
back to gas-burning appliances. Her sales are said 
to equal those of the best outside man employed by 
this particular company. 

The use of the telephone must be governed en- 
tirely by local conditions, but that it has its place in 
a sales department cannot be denied. The results 


already achieved prove this, but there is no doubt but 
that within the next few years even greater results 
will follow. 
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Pioneering the Sale of Gas Appliances 


Adapting This Idea to Our Industry with Good Results 


By C. E. SHAFFNER 


In the office of a Detroit real estate firm dealing in 
high class residential property, an unusually large and 
attractive architect’s drawing of the modern school 
building soon to be in the course of erection a short 
distance from their principal subdivision has _ been 
placed directly between the two windows of the cashier’s 
cage, where payments are constantly being made on at 
installment plan of acquiring both a house and a lo 
which this particular rea! 
estate firm has specialized 


l 


any attempt to secure their favorable recommendations 
in the furtherance of other sales but this view is really 
negligible, provided proper discretion is used. The fact 
remains that a woman will gladly tell another woman 
that she has a good range and prove it by specific in 
tormation in terms ot cooking and baking, because it 15 
a subject which brings her much pride and joy and 
which she is glad to discuss for what benefits it is going 

to bring to another pur 








in with much success. Up | 
on noticing the unusual po 
sition of this school draw | 


ing it occurred to the |} 
writer that there must be | 
some particular reason for || 
its location and upon in 
quiry one of the partners J} 
of the firm explained 
laughingly that it was in 
tended “to arouse pioneer 
spirit.” He then went on 
to state that residents of 
this particular subdivision 4] 


who had decided to make bully instruction. 


their future homes in such 
an outlying section natu- 
rally enough took a great 
deal of pride in this new 
neighborhood and_ espe 
cially in the latest develop- 
ments of such a locality. 
\s a result the firm figured 
that by reminding these | 





chaser 





The catch in this splendid article 
is contained in the last paragraph. 
But don’t jump right over there and 
read it first. If you do you are go- almost 


ing to miss a lot of fun and some 


service. Here is one that rings 100 


per cent true.—Editor. 


What the List Showed 


A dealer in a small Ohio 
city proved the possibilities 
i} of this system of recom 
mendation by keeping a lis 
of purchasers of different 
model ranges classified into 
different sections, so that 
always _ satisfied 
users would be found in 
the same neighborhood in 
which the prospective pur 


Jur aim is to chaser resided. Quite of 


. . ea a ~ ae EAT EF 
present ideas that will be of real ten it was discovered that 


she knew of one user as “‘a 
splendid cook” or she had 
heard about another house 
wife who had been able to 
do a great deal of cooking 
{| and baking on one particu 
| lar model very efficiently 
__ jf and in the least possible 








people of the handsome 








new school building to be 

erected in their home section they would naturally tell 
their friends and endeavor in a number of cases to en- 
courage them to become their neighbors. Thus the real 
estaters would in most instances secure very desirable 
prospects or ready purchasers through an unusually 
good source—a satisfied customer. 

This adaptation of the pioneer spirit has an analogy 
in the method by which gas ranges are quite often sold 
through the ready recommendation of a thoroughly sat 
isfied user or owner. It is a quite familiar plaint to 
hear a housewife complain that “her stove is not work 
ing properly” and quite often the answer is, “Why don’! 
you get one like mine down at Blank’s. It never gives 
me any trouble.” And then she will go on to detail 
how efficiently it may be used for cooking and baking 
different articles of food 

It is merely an outspoken opinion of a matter which 
is very near to a housewife’s heart for she does love a 
good gas range and when she finds one there is little 
hesitancy in passing the news along. For this reason it 
seems that dealers in gas appliances should take further 
steps to capitalize this favorable opinion. Of course, 
there is invariably a feeling that customers will resent 


time. And, even better, 
this Ohio dealer found that 
he had most certainly not wasted his time in compiling 
such a list when people came in and stated that they 
were interested in buying a gas range like Mrs. Smith 
had. showing the exact source of the missionary work 
that had been responsible for their coming to his store 

Within the past few months a further adaptation of 
this pioneer spirit in selling has been demonstrated in 
the prompt relief afforded in renting vacant houses and 
flats by persuading their owners to install gas ranges 
or where already so equipped better gas ranges. This 
expedient worked especially well in industrial centers 
where widespread unemployment had made it necessary 
for hundreds of families to vacate their places of resi 
dences, thereby affecting all classes of apartments and 
houses. It thus became a rather difficult matter to se 
cure tenants. People looking for living places could 
afford to be more critical than a short time before, when 
in practically every city in the country one had to be 
content with what was offered. However, the sudden 
change in the housing situation presented a splendid 
opportunity for the sale of gas ranges the possibilities 
of which, to the writer’s knowledge were fully realized. 
\s a result, owners were persuaded to install ranges in 
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these vacant places and a large amount of business was 
thus created in what otherwise would have been a dull 
season. 


Reaching Its Ultimate Development 


How this sales pioneering may reach its ultimate de- 
velopment as a contribution to selling gas appliances is 
even more splendidly illustrated by a recent action of 
the Detroit City Gas Company. During “Detroit 
Week” a short time ago when various phases of the 
city’s municipal and industrial progress were reviewed 
this organization placed half-page advertisements in 
the local newspapers calling attention to the part which 
the gas company had played in the development of the 
fourth city. They particularly pointed out that in new 
sections which during the past ten years have increased 
in Detroit by leaps and bounds they had helped a very 
great deal to make these new neighborhoods possible 
and had striven at all times to keep their facilities for 
service apace with the growth of the city. Even though 
no bid for patronage was directly made in these adver- 
tisements their cumulative effect was undeniable. Peo- 
ple were led to conclude—and quite properly—that the 
gas company knew a great deal about this gas business 
and perhaps after all it was just as well to buy the new 
range or water heater there. 

After all, these instances are merely illustrations of 
the fact that everyone respects a pioneer. Those sturdy 
men and women who braved the dangers of unknown 
sections and found homes for themselves in spit of all 


“Why don’t you get one like mine dime at Blank’s? 
It never gives me any trouble” 


forms of adversity and thereby made this great country 
possible will always be revered in memory by genera 
tions of Americans. And asa survival of their splendid 
pioneering its helpfulness is still applied to-day in prac 
tically every line of business and most noticeably in the 
merchandising of gas and gas appliances. 








UTILITY SERVICE THAT IS SERVICE 

April 12 a certain restaurant in Tacoma, 
Wash., suffered a fire resulting from the use 
of a coal stove in connection with a condemned 
chimney. The damages consisted only of 
smoked walls and ceiling and a ruined chimney. 

C. E. Lasher, new-business manager of the 
Tacoma Gas & Fuel Company, read of the fire 
at 4.15 p. m., saw the restaurant proprietor at 
4.45 p. m., secured contract for complete gas 
equipment and service at 6.05 p.m. April 13 
at 8 a. m. the coal range was being removed 
and a new gas range, water heater, etc., were 
being installed. At 4.30 p. m., approximately 
twenty-four hours after the fire, the restaurant 
resumed business with gas equipment and 
service. 

Can you beat this? Can you even tie it? 
Service? We'll say it’s service with the whole 
darn word accented. 

We can hear fond mothers calling to their 
young hopefuls: 

“Come in the house this minute, or that Mr. 
Lasher will sell you a gas range.” 

Tell you what to do: Cut this out and paste 
it up where you will see it always. And make 
it a habit to read it twice a day at least. 











Cincinnati Own-a-Home Show 

Under the auspices of the dealers in gas and electric 
power and appliances, building materials, house fur- 
nishers, and building associations there was staged at 
Music Hall, Cincinnati, Ohio, May 21 to 28, a compre- 
hensive display of all that goes toward the making and 
furnishing of a modern home. The decorative scheme 
of the big amphitheater was very simple—ivory white 
with panels of light green, and garlands of ivy, very 
cool and tasteful for summer. To attract the younger 
people there was dancing in the ball room on the bal 
cony, the band furnishing music both for the dancers 
and for the visitors to the home show on the main floor. 

The Hoffman Sales Company, Cincinnati, advertised 
hot water heaters, their tip to housewives being: “Mad 
am, you owe it to yourself, your husband and your 
family to keep young. Hot water helps a lot. We in 
stall any of these gas hot water 

The Welsbach Company, 
both mantles and gas heaters, showing a living room 
with built-in mantle and heater, and illuminated with 
gas—several artistic lamps being used. 

The Estate Stove Company, Hamilton, Ohio, had a 
very good showing of gas ranges manufactured by them. 

The largest space in the show was taken by the Gas & 
Electric Appliance Company, who had five 
voted to a display and demonstration of 
ances. 
shown and their 
powder magazine—it’s dangerous. So is a 
gas range—buv a new one now.” Another card in- 
quired “Is your gas range ten years ol 1? Yes? Let us 
sell you a new one. The next booth 
showed gas heaters and hot water tanks and a card ad 
vertised “An asbestos jacket on your tank will save 
enough gas to cook all your meals.” Other booths were 
devoted to a showing of their electric 


heaters.” 


Gloucester, N. J., featured 


booths de- 
their appli 


A model kitchen with gas range in operation was 


slogan is, “Don’t make a 


fuss in 1 
worn-out 


That’s economy. 


appliances. 
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A Glimpse of the Future 


What We Can Expect in the Way of Electrical Competition 


By CHARLES E. BLOOD 


The ideal system of cooking, to my mind, is that 
which gives the largest possible percentage of its heat 
for cooking, and puts the degree of heat under quick 
control, with the greatest saving of fuel and labor in 
operating. This does not mean that the stove that gives 
the most intense heat is best, although some stoves seem 
to be constructed on this basis. 

Let us consider some of the methods of saving heat, 
and study the different 
kinds of apparatus with 


control devices and insulated heat retaining ovens which 
can be used either as such or the same as a straight gas 
range. Only Mrs. Housekeeper has not been fed up 
with gas range propaganda like our electric brothers 
have been passing out to our fiction, our homes, our 
churches, our billboards, our street cars and in fact 
missing no chance to tell us their carefully planned tale. 
This intensive campaign of advertising has already 
had its effect on the gas 





lighting business and they 





this knowledge in mind. 

We recall first, the fire- 
less cooker principle. At 
first thought it is an ideal 
method of conserving heat 
and real economy. It 
proves to you a saving in 
labor and pot watching and 
cuts the fuel bill from one 
to two-thirds, and it per- 
mites true food economy, 
but on the other hand,there 
are great defects in the or- 
dinary fireless cooker 
equipment, such as heating 
of plates and inability to 
use ordinary kitchen uten 
sils. 

It would seem that elec 
tricity would be the ideal 
method as advantages of 
electric cooking are obvi 
ous. The heat is directly 
conducted to each utensil, 





. Oh, boy! some wallop in Mr. 
Blood’s trusty typewriter. As soon 
as this article reached the editor’s 
desk we had to send in a hurry call 
for the fire department hose. 
it and weep. But don’t spend too 
much time weeping. 
Mr. Blood says, “We ain’t got no 


time to lose.” Let’s go!—Editor. 


aim to duplicate it with the 
gas range business, so 
much so that the best gas 
range manufacturers were 
already planning before the 


war to get some of this 
electric range business 
when it came along. So is 


it any wonder that the pub 
lie with electric helps 
drilled into them at every 
turn is subconsciously af- 
fected and impressed with 
the idea to do it electri- 
cally: Hearing no answer 
from the gasmen’s ranks, 
the public becomes imbued 
with the idea that gas is a 
necessary evil to he en- 
dured until the great eman- 
cipato1, electricity, comes 
to the rescue and releases 
them from the clutches of 
the gas company who by 


Read 


From what 











and a minimum amount is _ 








lost in radiation. The de- 

gree of heat is perfectly under control and the manipu 
lation is nothing more than turning of a switch. When 
the apparatus is installed, it is adjusted to the voltage 
so that no further regulation is necessary. There are 
no waste products, and if the wiring is properly done, 
no danger from fire. 

We will now take up the claims of the widely adver 
tised and much talked of electric range whose manu 
facturers are leaving no stone unturned to push their 
product in, wherever possible, newspaper propaganda of 
every sort, meetings of clubs, especially women’s clubs, 
are the scenes of the finest kind of demonstrations and 
with an expert in charge who has a well-learned story 
and the psvchological side of the situation is well looked 
after by his appearance in a full dress suit which is cal 
culated to impress his feminine audience, the ease and 
cleanliness of the whole operation, and, of course, his 
well-calculated menu shows off the electric range at its 
best, and out of the desire to be considered up to date, 
and in the swim, and the entire novelty of the situation, 
Mrs. Housekeeper falls for a lot of old stuff that she 
can duplicate at a fraction of the expense with not only 
one but any number of inexpensive gas ranges with heat 


their stagnation have let 
rumor pile on rumor until 
the customer who otherwise is reasonable and intelligen: 
is only too glad to call up the gas company and order 
out his gas meter, at the same time patting himself on 
the back that he is at last getting back on them some of 
the poor service they handed him in bygone days. 

The time is coming, however, just as fast as the pres- 
ent-day gas manager allows it to and it is up to him to 
dig in and fight back now, not a year from now when 
the electric range gets its foothold. This same cry was 
raised but not heeded when the gas lighting business 
started to go overboard and it seems everybody laid 
down and let go, quitters most of them, and they say 
history has a bad habit of repeating itself. 

Mr. Gasman, look in the glass. Are you one of these? 
When right now it is possible to go out and secure gas 
lighting and nobody going unless it is the manufacturer, 
doing your work for you when in your own heart you 
feel he will fall down, but when he comes through with 
the business you kid yourself that it was his trained men 
who did it. Of course, you don’t need any men or you 
couldn’t train them. You can and should, and you will 
be compelled to soon. Why not begin now? Wh» 
good is the finest managed gas plant in the world wit'r 


L 
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not enough consumption to make it pay. Change your 
attitude. \Vake up, or vou will be kicked out of bed 
some fine morning and gaze on a scéne of your domestic 
fuel consumption going by the board. Don’t kid your 
self that the electric range costs too much to buy, in- 
stall or operate. An average family of four will use 125 
to 150 kw. a month and save 25 per cent on their meat 
bill and with juice 4% cents per kilowatt this isn’t much, 
considering pa, ma and the kids can brag at the 
club, the school, “Well, since we installed that automatic 
electric range up to our house we have some swell eats.” 
They have been taught that and they hear it so much 
they believe it. So powerful are modern advertising 
methods. It is that pride of ownership that affects us 
all when we get the new car or a new home and take 
good horse-sense pride in showing it off to our friends. 
And that expression, ““We cook with electricity at our 
house,” will sell more electric ranges than any one 
thing. 

Swat the electric range now while it’s young, and 
keep right after it with gas-range demonstrations of the 
latest product of the art in all parts of your territory. 
The public wants attention. Give it to them and keep 
them occupied with gas appliance thoughts and ideas, 
and when the time comes for comparisons they will be 
able to make their own and can figure out the cost for 
themselves. 

Give them a post graduate course in gas right now. 
To-morrow will be too late. 

The one present disadvantage of the electric range 1s 
the cost. Each piece of apparatus is expensive. The 
operating cost must depend on the cost of current in the 
locality. Where hydro-electric power is available, the 
cost is low, and in some of the larger cities, a rate as 
low as two cents per kilowatt is given. At the present 
time cost of operation is the factor against electric 
cooking, even with the highly efficient ranges that are 
on the market 

I have purposely left the new 100 per cent efficiency 
gas range until the last, as it will solve all the problems 
that have gone before, in operating cost and food econ- 
omy. It must be, first of all, a complete gas range; 
there will be regulation top burners and simmerer. This 





weetee 
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| NORMAN LYND. 
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Women’s Clubs Are the Scenes of Demonstrations 


He Brags at the Club 


makes possible to follow the usual quick processes, such 
as frying, boiling, etc. 

It will have all the advantages of the fireless cooker, 
without the clumsy disadvantages, just as the modern 
automobile differs from the original one-lunger. 

It will have, instead of the heat-wasting ovens of to- 
day, the insulated or heat retaining oven, with its thick 
insulation conserving the heat, which permits the use 
of any and all shaped utensils. There is only one way 
to reduce the high cost of cooking and that is with the 
new 100 per cent efficiency gas range, and tests will 
prove that with the electric range competition growing 
stronger each day, the gas companies must have weap 
ons to fight this new aggressor into their most cherished 
field (domestic fuel). They must prepare and the range 
manufacturers are the leaders to prepare them. 

Remember the 100 per cent efficiency gas range will 
be to the gas companies to-day, what the invention of 
Von Welsbach was years ago and which at that time 
was the salvation of the gas lighting business. The 100 
per cent efficiency gas range is our only salvation. 


Oklahoma Natural Gas Taken Over 

For a consideration said to be about $25 per share 
the Braden holdings in the Oklahoma Natural Gas 
Company have been taken over by a strong group of gas 
and oil interests. The names of those who bought these 
holdings follow: 

J. V. Ritts, president of the Butler County National 
Bank; H. J. Crawford of the Crawford & Gregory in- 
terests of Elementon, Pa., and president of the First 
National Bank of that city; E. P. Whitcomb, president 
of the Union Natural Gas Company, and vice-president 
of the Union Oil Company of Delaware; W. W. Splain, 
director of the Union Natural Gas Company; Thomas 
Phillips, of the Phillips Oil & Gas Company, and a di 
rector of Union Oil Company of Delaware: the Treet 
and Crawford interests which fuel 
supply, Lone Star and other big concerns; the Devonian 
Oil Company, and the Dunhams, and the gas ond oi! 
interests of Sisterville, W. Va. 


control the Ohio 
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Competition 


The activities of the electric industry in going 
after the domestic fuel business, as shown by two 
articles in this issue of the AMERICAN Gas JOURNAL, 
are a clear indication that they are going to try to 
take this business away from us if it is possible. It 
is good clean competition that is offered us and we 
cannot fail te rise to the bait, but we are of the opin- 
ion that gas men must get out now and sell as they 
never have sold before. 

The two articles referred to come from different 
sections of the country. One written after a 
study of conditions in New England, the other as a 
result of activities in Colorado. 


was 


Now, we must get our share of the increased do 
mestic business that is constantly coming up, and 
our share is all of 


the business. In other words, 


there must be no compromise. The domestic fuel 
belongs jogically to the gas business, and there is no 
But 


that isn’t stopping the electric industry from going 


reason why others should get any part of it. 


after it, and those fellows certainly know how to get 
a thing when once they get started. 

As a matter of fact, opportunity is knocking right 
at our door this very minute, but we don’t want to 
delay in answering that knock. We want to 
duce the key, open the door and get busy. 
to do this is to sell. 


pr‘ )- 
The way 


There is just as much business to-day as there 
ever was, even in the boom days, and if business has 
slowed up we believe that it is due to our letting it 
slow up. For a time there it wasn’t necessary to 
sell, because people were buying, and it got us out 


of the habit of pressing for trade. But now peopl 
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forth a little effort ourselves 


and convince them of their need for the particular 


are asking that we put 


line of goods that we are offering. Surely, there is 
nothing unreasonable in that, and certainly if we 
believe in our own business we can sell our goods. 
And that is just what we must do if we are to repel 
this invasion of the domestic fuel business by the 
electric industry. 

It doesn’t require any figuring for us to know that 
the,man on the job is the one who gets the order, and 
if the gas man is on the job he is going to hold his 
natural advantage over any competition. Suppose 


it does mean hard work 


yet injured 


Surely, hard work never 
anybody. But working hard when it is 
too late is just wasted effort. This is the time for 
us to strive as we never have striven. Because this 
effort is going to produce real orders that will show 
in the total business of the month. 

But get the idea out of your head that we are 
going to be able to wish for this business and that 
it will appear before us. Those days ended when 
Aladdin lost the combination to that lamp of his. 

We wish we could make every man in the gas in 
dustry realize that we are being weighed in the bal- 
ance right now, and it is going to be only by our own 
efforts that we are going to sway the scales in our 


favor. We don’t care what anyone may say to the 


contrary. There is a great big demand for gas-burn- 
ing appliances right now, and this demand is going 
to be filled. 


plied by gas appliances or with some substitute de- 


\Whether this want is going to be sup- 


pends entirely on our own efforts and how we ap- 
proach the situation. \What are you going to do in 
helping out? That is the question you must decide, 


and then take action. 





The Lighting Business 


It has been suggested that the AMERICAN Gas JourR- 
NAL start a discussion of the problem “What Are Gas 
Companies Going to Do During the Coming Year to 
Maintain or Increase Their Gas Lighting Business?” 

This from John A. 
Weiser, sales manager of the York Gas Company, 
York, Pa., is welcomed by the JourNAL, and its col- 
umns are open to all who care to offer suggestions 
of the solution of this question. Writing about it. 
Mr. Weiser, who is one of the most energetic gas 
men in the industry, says: 


suggestion, which comes 


“There are quite a number of companies that are 
standing still and a still greater number that are los- 
ing in the fight to maintain gas lighting in residences 
in their respective communities. 

“In York we have had house-to-house campaigns 
every year, featuring the various gas lights as they 
came on the market. 

“My experience has been that these lights, with the 


exception of semi-indirect fixtures, 
put on 


have always been 
fixtures that had already been placed in the 
house. Consequently the campaigns were not pro 


the 


ductive of a gain of new fixtures in race witl 


electric competition.” 

This problem which Mr. \Weiser brings up is par 
ticularly timely 
of the 


for sales managers in various parts 
country have experienced the sensation of 
seeing the electric industry cutting in on the lighting 
end of our business, and this condition seems to be 
growing more every day. 

The 


more pressing problem, and there should be some 


AMERICAN GAS JOURNAL believes there is nm 


definite, decisive action taken at once to go after an 
increased lighting business 

Mr. Weiser makes the point—and it is an excellent 
one—that although sales managers may campaign 
for lighting business each year, it is rarely produc 
tive of additional! outlets. Usually, as he so clearly 
states, there 1s no addition made, but the new lights 
are fitted to fixtures already in place, so that there is 
no consumption added to the lines. 

It would seem that lighting campaigns would now 
have to take the form of finding new fixture installa- 
tions so that more lights will be placed in use. Sales 
managers in all parts of the country will agree with 
Mr. Weiser that this is a serious situation, and one 
that requires immediate action. Not only must we 
hold our present lighting business, but we must also 
secure additional business. Just how is that to be 
done: The AMerICAN GAS JOURNAL is going to seek 
for the best soluticn of this problem, and it will wel- 
come suggestions from everyone in the field. 

At the convention of the New England Gas Asso- 
ciation in February this topic came in for a great 
deai of discussion, and many suggestions were made 
Some companies reported that they were holding 
their own; cthers reported a decrease, while a few 
reported an increase. The American Gas Associa- 
tion also has given a great deal of thought to this 
question, and we believe it is at the present time 
studying the situation with a view to making some 
constructive recommendations. 


Now, for the good of the industry it is hoped that 
sales managers will tell how they are meeting the 
problem and what they intend to do. 
stated, the AMERICAN GAs JOURNAL opens its columns 
to all, with the hope that out of the discussion will 
come some constructive ideas that will help to in- 
crease the sales. 


As previously 


Mr. Weiser’s suggestion comes at a time when the 
AMERICAN GaAs JOURNAL is devoting considerable time 
to investigating this feature of the business, and it 
is hoped that it will be able to shortly announce a 
plan that can be placed in operation all over the 
country that will result in the desired increase in 
this business. 
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Speeding Up the Sale of Gas Irons and Ranges 


Stunts That Have Produced Results 


By WILLIAM B. STODDARD 


Now that summer is approaching, the housewife 
dreads ironing day—the hot kitchen and the hundreds 
of steps to and from the stove to the ironing board. Be 
fore the hot weather sets in, then, is the time to make 
the biggest appeal for the use of gas irons—the simple 
little tube that attaches to the gas jet and saves both 
heat and labor. The New Orleans Gas & Electric Light 
Company, New Orleans, La., is in the midst of a cam 
paign for the use of gas irons that is netting excellent 
results. A half-page was taken in the local papers, with 
a border in the shape of a flatiron, and in this they said: 


MEN OF NEW ORLEANS 


You are not the sort of man to expect vour wife 
to go along vear after year with the cumbersome 
old irons like your grandmother had. Men now 
adays don’t cut wheat with a cradle, as grandfather 
did: don’t write with a quill pen, or work in their 
shops or offices with out-of-date equipment. You 
have modern implements and machinery. Jou het 
you do. And you expect the wife or sister or 
daughter to do a big ironing every Tuesday. Listen, 
men. Is it fair to let them get along with the old 
back-breaking, cumbersome irons, when you can 
come to The New Orleans Gas & Electric Light 
Company and obtain a modern gas iron at an ex- 
tremely reasonable price and on easy terms? (Of 
course not. You mean all right. Do this for your 
womenfolks now. You owe it to them. Think it 
over. It's up to you. 


They backed up their newspaper appeal with a splen 
did exhibition of gas irons. Standing on boxes and on 


the floor were eight of the gas irons with tubes attached, 


running to a large card hung in the background: 


WHY NOT MAKE IT A GAS IRON? 

Always ready for use—no complicated parts to 
get out of order. Uses only a little more than a 
third of a cent an hour—insures easy ironing. 
*Double hot point insures easy ironing. 


Before each pedestal was a card with border of gray, 


which said: 


Self heated. Double point. Keeps hot all the time. 
Special introductory price, $7.50. 
HERE’S YOUR GREAT OPPORTUNITY 

Fifty cents with order secures immediate de- 
livery. 

Every gas iron saves time and energy because it 
retains the heat as long as you need it. 

You can iron easily the most complicated pieces 
with a gas iron. Its double point enables vou to 
iron backwards and forwards and get into the little 
corners and flaps. 


“Plenty of signs we consider one of our most effec- 


tive sales producers,” said the manager. “When any 

thing new is exhibited people want to know all about it. 
But how many will come in and ask? We overcome 
this natural hesitancy by always liberally placarding out 
displays—taking care always that these cards are in 
harmony with the background and the merchandise dis 

plaved, as nothing cheapens high class goods more than 
crudely lettered cards of glaring colors. Jn writing the 
cards the designer always asks himself, “What would | 
myself especially wish to know if I saw these irons for 
the first time ’” and builds his card accordingly. Price 
is generally a consideration, so we quote prices in our 
displays and newspaper ads—but we do not talk prices 
obtrusively when selling our merchandise. Once a man 
(or woman) is convinced of the convenience and rell- 
ability of a new household utensil he is going to have 
it regardless of the price—whereas if the price is named 
at frst it too often frightens them away.” 


Interesting the Public in Gas Ranges 


The Gas & Electric Company, Baltimore, Md., have 
started an early campaign to put gas ranges in every 
home before the hot weather begins. They are using 
an entire page in the local papers to feature their Oriole 
range. At the housekeeping appliance exposition they 
had several of the ranges in operation, and called at 
tention to this fact in their advertising: 


The demonstration of the Oriole Gas Range at 
the exposition holds much of interest to everv 
housekeeper. Come in and see one in use. At the 
same time don’t hesitate to ask any questions you 
care to about the proper use of a gas range. It 
does not matter whether vou have an Oriole range 
or not. 


At the exhibition they gave out cards on which was 
printed : 


TEN DOLLARS FOR YOUR OLD GAS RANGI 
If you will let us have your old range we'll credit 
you with $10 on your purchase of a new model 
Oriole range. The old range must be in use. De- 
cide now not to get along with the old, worn out 
range—buy your new range now and save $10. 


NO MONEY DOWN—CONVENIENT TERMS 


They also had on exhibition a gas hot water heater, 
on which they made a reduction of $7 during exposition 
week, the special price including installing to the boiler, 
provided not more than twenty feet of gas piping was 
required. A duplicate of this hot water heater was 
shown in their show window, with price card advising 
the temporary reduction in cost. 

The Citizen Gas & Electric Company, Council Bluffs, 
Iowa, was another company that got into the limeligh 
early in the season with their ranges. Their large ad 
was adorned with the cut of a chef, who was saving: 
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THE CHEF SAYS 

When buying a gas range buy a Detroit Jewel. 

And to help him prove that he is right we are 
offering at this time four styles of gas ranges at 
reduced prices 

If thrift was good last week, 
week ? 


why not good this 


The last paragraph referred to the observance of 
thrift week in Council Bluffs, at which time the com- 
pany had on exhibition in their window a gas range pre- 
sided over by a chef in white cap and apron, who pre 
pared a number of appetizing dishes, and by charts 
showed the saving gained by using gas in perference to 
coal or wood for cooking. During the reduction sale 
a range for demonstration was kept on the floor at all 
times. The chef was on hand to prepare biscuits and 
coftee, which were served free each day, and also to 
demonstrate how to bake, roast, fry and boil. In order 
to keep their name and line constantly before the public 
the chef gave out, during his talks on cooking with 
gas a little card with a ring attached, which he suggested 
be hung on the wall close to the stove. It contained a 
cut of the burner, much enlarged. with the different 
parts—air shutter, gas inlet air intake, etc.—plainly 
labeled. Then in simple language was told how to ad- 
just the burner so that it would emit a clear blue flame. 
which is the way it should always burn in order to be 
most efficient. At the hottom of the card, in large tvpe, 
was printed: 


For gas appliances of all kinds, and 
the best gas service apply to 


CITIZENS GAS & ELFCTRIC COMPANY 
Des Moines, Iowa 





Fer Better Gas Appliance Sales 


(Continued from page 486.) 


When we get something for nothing we usually 
get “stung”; and as it is impossible to create some- 
thing out of nothing, we can dismiss that without 
turther thought. 


Learn About Electricity 


We should familiarize ourselves with the initial 
cost of these electrical utensils; the cost to operate 
them per hour; the possible life of the element. And 
when our customer is in doubt it is our duty to ac- 
quaint him or her with these facts, hewing strictly 
to the truth 

When a customer finds that we are giving him 
facts and saving him money by doing so, we will 
realize the sales that justly belong to us. 

If there is anything the public admires, and shows 
it by its trade, it is a dealer whom it can depend 
upon. The people expect sales clerks and dealers to 
know all about the things on sale; and if you do 
not, then who in the Sam Hill will? 

It’s up to you, whether a sales clerk or the owner. 
Are you going to keep posted, or let the other fellow 
have the business? 


Must Tell All the Facts 


The writer has stated that we should tell all the 
and certain it is that he 


facts, fully and honestly; 








does not intend to fall off the Pedestal of Candor. 
Now, is it not a fact that in some localities the elec- 
trical current must be entirely cut off whenever there 
is a fire? If such is the law in your city, you may 
mention this as another reason why gas for cooking 
is more reliable than electricity. 

While I believe it is rare nowadays to find un- 
reliable electrical services in normal times, don't 
overlook mentioning such your locality is so af- 
flicted. 

I feel safe in stating that between an overloaded 
electrical circuit and a gas main it will be found in 
practice that the gas will give a better account of 
itself than the electricity. To be specific, if the elec- 
trical utensil calls for 110 or 220 volts and the volt- 
age drops considerably there will not be sufficient 
heat developed in the element of the electrical vessel. 
Therefore it will be very slow in performing its work, 
or it may fail entirely. 

This can hardly happen where gas is used. It is 
true that an excessive drain will lessen the height of 
the gas flame, reducing the thermal effect ; but, owing 
to the nature of a gas flame, there will be sufficient 
heat to cook the meal, with very little if any lost 
time. 

It may be argued that the more up-to-date elec 
trical utensils are arranged for either 119 or 220 volts. 
Yes, they are; but if someone connected the 110 
posts to a 220-volt circuit there would be a blown 
fuse or a burnt-out element, and maybe both. 

Imagine the state of mind of friend wifey 
Gertie blows the last fuse in the house, 
expected any minute! 

It will not do to place hairpins or any fuse wire 
of unknown capacity as replacements for the stand- 
ard fuses as used with these high-price utensils. You 
mav injure the element, necessitating a replacement, 
even though you have had it but a few minutes. 

There are no fuses to blow when you use gas; the 
only care necessary is to see that your pots and pans 
are sitting securely over the flame. 

The housewife is the purchasing agent of all cook- 
ing utensils, and it is to her that we must appeal. It 
is our duty to show her that she is mistaken about 
electricity being the greatest cooking 
any kind of weather 

How are we going to change her opinion? Has 
she not already been convinced, due to our lethargy? 

The high initial cost of electrical utensils and the 
high cost of operating them is our main argument. 

Now, the good woman always has in view bargain 
sales. ‘here are different kinds of bargains—some 
where all go in a rush, as was done when the elec- 
trical wizards made their assertions and demonstra- 
tions, everybody grabbing what he could. The other 
kind of bargains is where one or many may come 
at their ease and take away lasting testimonials— and 
that is the kind that can be gotten from gas appli- 
ances if we act. 

If she has not been a user of a gas range but has 
been trying to bear the heat of summer with a coal 
stove in the kitchen, then a sale should be easy; or 
[ will go farther and say the sale should be easy at 
any season if you but show that with a gas range 
there wil! be no need to worr y whether or not Johnny 
has split the kindling to start the fire, whether or not 
Jimmy has carried in the coal. Show her that it is 
only necessary to turn the stopcock, touch a match 
to the vapor, and instantly there is a hot fire, steam- 
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ing coffee, ham and eggs for hubby’s breakfast, and 
all done before a coal fire could possibly have gotten 
under headway. No ashes to carry, no matter how 
many fires; and the cost of her fuel bill will be, in 
many cases, no more than for coal, and there has 
been no need for any high costing pots and pans— 
the same old pans, but used in the best and cheapest 
manner that the world provides. 

Show her that no matter how cold the days of 
winter may be, one of the instantaneous water heat- 
ers, operated by gas, will make the bath water steam 
ing hot. Do the same with every gas appliance on 
the market. Demonstrate and assert. That is what 
the other fellows are doing, and they have nothing on 
you except push, pep and progressiveness. 

Having been convinced of these things, a woman 
soon acquaints her neighbors. Now, all the women 
will know that when they go to the movies and want 
a lunch after the show they do not need worry about 
starting an old-fashioned fire or paying high prices 
at some downtown cafe. They know that with their 
gas appliances the mere turning of a valve, the 
scratch of a match, and they have all the heat they 
need for an excellent lunch; and they also know that 
their lunch will be done much sooner and much 
cheaper than if they used electrical appliances. 

Oh, yes, al! of that is true; but we have had these 
gas appliances in stock for many moons and there 
have been few sales. 

Whose fault is it? Do you expect people with nu- 
merous household cares to sit down and work out 
plans such as you can and must if you expect to se- 
cure your portion of sales? Have you been adver- 
tising these ideas? Have you placed within your 
show window these appliances, having a good-look- 
ing girl clad in a house-dress using these utensils as 
though she was in her own home? In advertising 
did you make your ads convincing, interesting and 
properly illustrated, or did you crowd them into small 
print, minus any half-tone, and then expect people 
to read them? 

Did you place show-window cards with short pithy 
sentences ? 

We will now suggest a few of the pithy sentences, 
with the hope that our idea may be made plainer. 
Many will, no doubt, be able to improve upon our 
cards, and that is what we hope may happen. More 
enthusiasm, more sales. 


Use Gas: The cheapest and best fuel on earth. 

Use Gas: No coal or ashes to carry. 

Use Gas: Water heated instantaneously for th« 
bath. 

Use Gas: it lessens the heat of summer. 

\ery few divorces where the woman uses a gas 
range. 

You don’t need any high costing cooking utensils 
when you use gas. Just use the same old 
pots, the same old pans, but in the most 
cheerful way. Cook with gas. 

Dad smiles now when he eats his supper these 
hot days, ever since mother cooks with gas 

Say, lady, if you would cook with gas you could 
remain downtown until the last minute. You 
would not have to worry about a fire. 


Many such little sentences may be used as head- 





liners for newspaper ads and show-window card 
signs; and while there may be nothing new in the 
next suggestion, still there are few to take advantage 
of it. 

In every city that is large enough to have a gas 
plant there are usually several lines of street cars, and 
there are transfer stations or certain corners where 
many people must wait for the car, Why not station 


a settee at these places, the back carrying your ad? 


Use gas for cooking, heating and comfort. 
It will be a mutual pleasure if you call. 
—__—_——, 1210 Contented Avenue 


Summer is only as hot as you make it. 

Cook with gas and yeu won't worry about 
the seashore. Let us convince you. Call; 
you are welcome 


—_———_., 222 Pleasant Avenue 


Off with the old and on with the new. 
Drop in and let us show it to you. 


—————,, Main and Fourth 


Another medium of advertising that is read by 
thousands is those little cards in street cars, and I do 
not recall that ' ever saw any proclaiming the merits 
of gas: and still you say that you have had these gas 
appliances for a long time. You will continue tc 
1ave them for a longer time if you do not get up some 
enthusiasm. 

It is said that we are never defeated unless we feel 
that way about it, and that when one gives up all 
hope then such a one is truly lost in the march of 
progress. 

A newspaper is a wonderful medium to advertise 
locally, and use our show window to back up what we 
advertise. But in placing our ads for general display 
we must be careful of the outlets we select. 

A trade journal devoted to the particular business 
is a splendid medium for the manufacturer or jobber 
to tell the trade just what he has. The jobber should 
use great care in selecting his general ad’s avenue 
for it is not always the periodical with the largest 
circulation that is the best for certain articles but 
such periodicals that are read by the class of people 
whom we consider as prospective purchasers of the 
goods to be sold. 

There is an old saying, “A satisfied customer is our 
best advertiser,” and that is good to-day, to-morrow 
and forever. Hence it is that with a little energy we 
can get some satisfied customers and they will boost 
our sales, and the hopes that have been slumbering 
within the minds of those without initiativeness will 
be ours in reality, gas will come into its own, people 
will reap the comfort and joys of life that they have 
long been praying for, not knowing that it was al- 
ways here simply because some dealers in gas- 
heated utensils have not had the business acumen to 
enable them to make good; and, as is always the 
case, there is much discontent due to the failure of 
people to act at the right time. 

The electrical people are untiring in their efforts 
to capture the trade, and “all is fair in love and war.’ 
Therefore, battle the enemy, using facts and figures 
for your ammunition. You can do what they can 
do, and you can do it cheaper. You need have no 
fear of the outcome 
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Helping Your Customers Help You Sell 


When a man sells a gas range or an iron or a lamp to 
Mrs. Smith he is credited with just that one sale, but 
if he is the right kind of salesman and has made clear 
to Mrs. Smith just why she should have bought the 
particular appliance he sold to her, then he has been 
more than a salesman, for he has given service three- 
fold; first, to Mrs. Smith; secondly, to his employers, 
and thirdly, to the community at large. 

For Mrs. Smith is going to tell her neighbor about 
the new range, and how well it serves every purpose, 
and unconsciously she’s going to repeat some of the 
salesman’s talking points in explaining why it does its 
work so well. Then this neighbor will tell her friend 
next door about it, and this story will be repeated to 
someone else, and so the tale will go. 

I believ sales experts call this “multiplied selling,” or 
something like that, but it seems to me just like common 
sense. I know I recently bought a pair of shoes on the 
mail-order plan from a representative of a concern that 
is selling direct from the factory to the consumer. It 
was an experiment, and I bought largely because I knew 
the selling agent. knew he was new in the game, and 
wanted to help him out. I didn’t know that despite his 
newness in this business he was even then making com- 
missions at the rate of about $12,000 a year. 

At any rate, the shoes came, were entirely satisfac- 
tory in every way, cost 45 per cent less than a pair | 
recently had bought in one of the big chain retail stores, 
and seemed to me like a good deal better shoe. Now so 
clearly had the salesman explained why this shoe could 
be sold for the money; so plain had been his selling 
talk, that I was able to repeat the main points to friends, 
and in less than one week I had sent eleven others to 
the agent, and each of the eleven bought shoes. 

Whatever the experts may call this kind of salesman 
ship, it seems to me to be the real thing and to bring 
real results. This particular salesman is certainly bat- 
ting a pretty good average. 


The Social Side in Salesmanship 

I recently met a woman, who some fifteen vears ago. 
found she had to do something to earn a living. She 
knew absolutely nothing about business, but because her 
husband had been in the coffee business, she turned to 
selling coffee. She has made a most pronounced suc 
cess, and right now enjoys an income of about $25,009 
a vear. She has had very little outside help, and her 
success has been due entirely to her own qualities and 
the merits of the product she sells. 

In various talks I have had with this woman I have 
become convinced that absolute 100 per cent confidence 
in the integrity of his goods enables a salesman to con- 
vince his customers that he actually is rendering them 
an almost invaluable service in supplying their needs. 

This woman’s experience has made me certain of 
one other thing also: There should be a certain degree 
of personal sociability as well as cold, matter-of-fact 
business in every selling talk and in every interview. 
And if confidence in your goods, plus a certain amount 
of sociability, will win a $25,000 a year success in the 
coffee business, it seems to me these factors ought to 





KINKS IN SELLING 


stand out like a lighthouse in the fog before the sales- 
man who is handling appliances in the gas industry. 

Nearly all gas appliances have to do with the home in 
some way, directly or indirectly. Fundamentally, all 
sales start with business, but by sandwiching in a little 
sympathy and interest in the problems the prospective 
customer has to meet, whether they are or are not di- 
rectly affected by the article to be sold, I am sure the 
salesman will be able to arouse some response to his 
appeal. Then he can swing right back to business ‘again 
and the first thing he knows his customer is interested 
both in the appliance to be sold and the salesman, be- 
cause of his intelligent understanding of her own puz- 
zling problem. Then it is only a question of signing 
on the dotted line. 





On Letting Well Enough Alone 


Salesmanship is pretty much the same thing the 
world over, and no matter the product to be sold. 
The same general principles apply very largely. We 
frequently hear a lot said about never letting the cus- 
tomer get away without trying him out on every 
article there is for sale, but if there is anything that 
gets me all stirred up it is to have a salesmen try 
to sell me socks, shirts, handkerchiefs and B. V. D.’s 
when all I wanted was a tie. And, after all is said 
and done, the only way I can estimate how certain 
things affect other people is by knowing how they 
affect me. And if I had sold a man a tie and he 
didn’t evince the least desire to buy anything else 
right then and there, I wouldn’t try to sell him a 
union suit. 


I believe the same rule holds good in handling gas 
appliances just as in the haberdasher’s. I went into 
a good-sized store recently to buy a certain kind of 
gas mantle. I knew what I wanted and knew ex- 
actly why I wanted it. The salesman said he didn’t 
have it in stock, and then went on to explain in 
rather a pitying way that they didn’t carry it be- 
cause it didn’t give satisfaction—“wasn’t up to stand- 
ard.” he added. He wasn't able to tell me what 
“standard,” and when | asked him about its value 
when burning a gas of a certain B.t.u. measurement 
he didn’t know what a B.t.u. was, but he was dead 
sure that another kind of mantle he had was just the 
thing I sheuld want, whether I did or not. _ 

Now, as a matter of fact, the mantle I asked for 
is not a satisfactory article, for it is exceedingly 
fragile and has to be handled very tenderly or it will 
go to pieces in two days, and it’s a nuisance to put 
on; but the salesman didn’t know these weak points 
and in addition was not decently obliging enough to 
tell me where I could get what I wanted. 

Now, that man isn’t a salesman at all. He’s only 
a sort of waiter; just waiting for someone to come in 
and ask to be sold something. He didn’t try to ex- 
plain why the mantle he wanted to sell me was as 
good or better than the one asked for. He just as- 
serted it, as though he knew a whole lot more abou: 
mantles than I do. He probably does, at that, but 


I don’t like the way he showed it and I’m off him for 
life. 
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IDEAS THAT PRODUCE RESULTS 


Where There Is Some Business to Be Found 


If I were the head of the commercial side of a gas 
company in any of the larger cities of the United 
States, I believe I would get after those consumers who 
really should have a new gas stove, but who have been 
getting along as best they could with one that is out of 
date, much rusted and becrusted, and generally looks 
like a pair of rubber heels after a hard winter. I am 
sure that all that class of prospective customer needs is 
to have a good salesman make any kind of a reasonable 
proposition, and a sale is consummated 

I very frequently am in the home of certain friends, 
and the degree of intimacy is such that I am at liberty 
to prowl about in the kitchen just as freely as in the 
Mr. Blank’s personal den. Mr. Blank makes a good 
income from his business and he and his wife both live 
and dress well. They have money in the bank and have 
had no part in the so-called “buyers’ strike.” 

It is a fact, however, that the gas stove in their 
kitchen is a disgrace to any well-ordered and well-con- 
ducted home. It’s about as crummy a looking gas stove 
as I ever saw, and more than once I’ve heard Mrs 
Blank complain to friend husband about it, asking why 
he didn’t get her a new range. And each time I’ve 
heard him say “Well, that’s right. You sure do need 
a new one, and I'll have to look after that the very first 
chance I get.”” But he forgets about it, and Mrs. Blank 
thinks about other matters, and goes right on cooking 
on this kitchen flivver, and that’s as far as they have 
gotten yet. 

Now, this particular gas stove has the broiler and 
oven underneath in the antiquated style of the last gen- 
eration, and to keep the floor clean beneath it must be 
a knee-scraping job. And Mrs. Blank isn’t as lissom 
as she once was, and it must be some task for her to do 
all the stooping necessary for cooking on that stove and 
cleanliness beneath it. I know that if anv salesman 
would ever go to their apartment and just let them know 
that there is such a thing as a real gas stove, both Mr. 
and Mrs. Blank would rise up and call him blessed. He 
wouldn’t have a chance to get away without taking an 
order with him. And I’m sure there are a lot more 
just like the Blanks. 





Selling Yourself to Sell Your Goods 

There’s a lot of weight in that old adage “Know thy- 
self,” for you’ve got to know yourself pretty thoroughly 
before you have any proper degree of confidence in 
yourself, or your ability to produce results. 

When a salesman is making the talking points for any 
gas appliance or household utensil he is selling himself 
to the prospective customer just as surely as he ts sell 
ing the article itself, and it is just as important that he 
recognize his own commending points as those of the 
commodity to be sold. If he doesn’t, then, he drags in 
his talk and the potential buyer loses interest : the house 
wife begins to wonder what to order for dinner, and 
the husband lets Babe Ruth’s last home run, or some 
equally foreign subject, go filtering through his mind, 
and the sale is lost. 

A friend asked me the other day why I bought a cer 
tain book, one of the many which purport to tell the 
real, honest-to-goodness inside story of the peace treaty 





negotiations. And I simply couldn’t answer. So | 
mulled it over till I came to the conclusion that I didn’t 
buy the book so much as the salesman sold it. As a 
matter of fact, I went into the bookstore to get one of 
the much-discussed novels. But I picked up the treaty 
book, because it had a splendidly dignified and attrac 
tive make-up. Right then and there I was lost. The 
salesman had a wonderful line of talk. He knew that 
particular treaty book; and he knew all the other treaty 
books. And he knew that he knew. He knew how to 
convince me that this particular author was telling just 
the story I wanted to read. He knew just how to talk; 
how properly to modulate his voice so as to emphasize 
certain points. 

And because the salesman knew himself, and next 
knew the book, he sold it. I couldn’t afford to spend 
$6.25 for two books that one day, so I didn’t get the 
novel, but the man sold me a $4 book instead of one 
for $2.25, and I hope he was selling on a commission 
basis, for I liked him. 


Dignity vs. Highbrow Aloofness 


I went into one of the biggest retail stores in New 
York City recently to get a piece of rubber tubing for 
a gas lamp and a cord for an electric desk light. I was 
referred to the proper department by the floorwalker 
who offered all that could be asked in the way of cour- 
tesv. But I went up against the iciest salesman I’ve 
ever encountered. He was so dignified that it seemed 
to hurt, and my request for a piece of “rubber hose for 
a gas lamp” appeared to veer off the polished armor of 
his personal superiority like a chip of flat stone thrown 
on a smoothly frozen pond. 

He made me feel I had committed an unpardonable 
sin by asking for ‘“‘rubber hose,” and I suppose it did 
sound foolish, but at any rate, he must have known what 
I wanted. I had given the length desired when I first 
made known my wants. He got at a little roll of dust 
covered tubing and said “There, I guess that is about 
the thing you want.” And then he examined himself 
carefully to see if any of the dust had come off on his 
closely-fitting coat. It had, and I was glad of it. And 
while he removed the dust, he let me unroll the tubing 
to see if the length was right. It was too long by about 
fifteen inches, and I took a lot of personal delight in 
insisting that he cut off those extra inches. 

\nd then I walked several blocks out of my way to 
buy the electric light cord I wanted from a little red 
headed salesman who made me feel he was glad I came 
in. He didn’t seem the least bit bored or annoyed, and 
appeared quite delighted to measure the cord and cut 
it at just the right length, and wrapped it up so that I 
could stick it in my pocket and carry it easily. 

I ittle Mr. Redhead is a business getter. Mr. Dignity 
has a big fall coming to him. He’s so important himself 
that everything else fades out; his perspective is all 
wrong. He wants to be dignified, but succeeds only in 
being aloof and snobbish. He causes a pain, .where he 
should produce friendliness. He simply doesn’t register. 
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Negative Selling Against Positiveness 


For the last four months I’ve been doing a lot of 
work in an office where there isn't any watch-dog at the 
outer gate, and where all either a customer or a book 
agent has to do is just walk in. That’s pretty soft for 
the book agent, I’ll admit, but it is more or less a neces- 
sary condition from a business standpoint. I have ob 
served a good many things, and have become convinced 
on a good many points, and if I were a salesman there 
are certain things I wouldn’t do. For instance: 

I’d never call on a prospect while he’s wading through 
his morning mail, and trying to formulate answers to a 
stack of letters. 

I wouldn’t waste half an hour or maybe more sitting 
in another man’s office waiting for him to conclude a 
conversation with somebody else. I’d find some way to 
let that potential customer know that I respected his 
busy attitude and would see him some other time. 

I wouldn’t forget to take off my hat while I presented 
my product, and I wouldn’t smoke in another man’s 
office unless he invited me to—even if he were smoking 
himself 

[ wouldn’t take for granted that my prospect knew 
nothing about the article I had to sell, and if he dis 
played ignorance concerning it I wouldn’t try to show 
off my superior knowledge. 

I wouldn’t be chatty about anything in any circum 
stances, not even would I be chatty about the product 
for sale. 

I wouldn’t let my eyes stray around over the pros 
pect’s desk. They might see something importantly 
personal. 

I wouldn’t hover over his shoulder, nor breathe in 
his ear. 

I wouldn’t go unshaven, and I wouldn’t wear dirty 
finger nails 

I’m not quite sure what I would do, but I wouldn’t 
commit any of the above mentioned unpardonable 
crinies. 





On Being a “Bug” 


Grave-faced psychologists tell us in highbrow lan- 
guage that every person has his hobby; in short, that 
every man is a “bug” on some subject or other, and 
then these same mind scientists go on to demonstrate 
that the man who isn’t a “bug” is not quite normally 
constructed. We all know any number and kind of 
“bugs,” such as the baseball fan, the boxing enthusiast, 
the golf devotee; even the home-brew hound, and 
while we may not be at all in sympathy with their par- 
ticular kind of hobby, at the same time we recognize and 
admire the persistency with which they stick to it. 

The strictly up-to-date and successful salesman, 
whether he is handling diamonds or gas appliances, also 
has his pet hobby and he meets a lot of “bugs” of vari- 
ous and varying sorts every day he is out. And he must 
meet his customers halfway, always, in the matter of 
pet pastimes or theories. If he doesn’t, his chances of 
selling are reduced by a large percentage, and he must 
be sufficiently posted on hobbies and “bugs” in genera! 
to be able to arouse a hearty response on the part of the 
prospective customer, else he’s lost. 

I believe a man is a “bug” because he has brains 
enough to become interested in and patiently study the 
many phases of the particular subject that appeals to 
him, and when a man will do that, then he always can 
be made to take a similar interest in something else. If 






1 were 
“bug,” 


a salesman I’d welcome the real, Simon-pure 
because I have found that as a rule the man who 
is a “bug” on any one subject is a man with ideas of 
his own, yet sufficiently broad-minded to see the strong 
points in the other fellow’s arguments; that he sticks 
to his own hobby with extreme tenacity, but is big 
enough always to be shown. And, after all, what more 
can a salesman ask? 

I’ve always found that the “bug’s” head is clear ; that 
he is able to think straight; that he has the courage of 
his convictions; that he is a money maker and a good 
spender ; that he knows the good things of life, admires 
them, goes after them and usually gets them. 

Who wouldn’t be a “bug”? 





The Public Is Spending Money 


If you want to spend two or three days at any of 
the popular coast resorts, you have to make your room 
reservations a week or ten days in advance; if your 
business calls vou to any of the principal cities you have 
to make hotel reservations in advance by telegraph; if 
you want to see any of the popular plays in any of the 
chief cities vou have to get your seats in advance, and 
in any of the above circumstances you have to pay an 
almost fancy price for accommodations. 

All of which would seem to indicate that the public 
has money. to spend and is willing to spend it provided 
what is considered an equivalent in value is offered. I 
do not believe in the widely spread talk of a “buyers’ 
strike.” I do believe that the public has come to see the 
folly of paving war-time prices for everything it uses, 
and I believe that the time is very rapidly approaching 
when people will balk at present prices even for luxuries 
and pleasures. 

If a salesman can convince his customers that the 
product he offers is actually worth the price asked, from 
the standpoint of production cost, and that the customer 
really needs it, then I believe he will find an approxi 
mately ready sale. But the day is gone when anybody 
is going to buy just because a man wants to sell. The 
customer has to be sold, and I believe the salesman who 
will work into his selling talk a plain, straightforward 
and easily understood explanation of production cost, 
is going to walk right away from his competitors. 

People are spending money, hence they must have 
it to spend. But they will not pay any old price at all 
without investigation as to its fairness. The salesman 
who makes price a paramount question, with personal 
need of the article offered a close second, I believe will 
find his daily sales mounting at a pleasurable rate. But 
he’s got to demonstrate that his price is based on pro 
ducing cost, and is fair; and he’s got to show the pros 
pective customer that there is a profit to the customer 
in possessing the product. 





Personality Plus Personal Appearance 


I know a young man who is trying to be a sales- 
man. He has not had the advantages of the proper 
sort of early training, and has not yet learned the 
value of personality plus personal appearance. In 
fact. | believe he doesn’t fully understand the real 
ineaning of those terms. His present work requires 
a good deal of house-to-house canvassing. 

I met him recently at the close of what evidently 
had been anything but a perfect day. He looked 
about as cheerful as a hearse at a wedding, and 
seemed about as happy as a crippled soldier with a 
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broken crutch. It had been a punk day, he explained, 
and he hadn't made enough to cover expenses; and, 
anyway, he had a rotten line of goods that nobody 
vanted to buy. “Why,” he exclaimed, “there were 
twenty women who slammed the door in my face 
to-day. ! couldn’t even get a chance to tell ‘em why 
they ought to have these goods.” 

And then [ gave him the once-over. And I could 
understand the whole thing. He has a sort of red- 
dish-brown beard, and he hadn't shaved for at least 
two days. He wore a soiled collar that was frayed 
and split where it should have fitted neatly together 
over this tie. The tie itself was all right. He wore a 
slouching cap that made him look like the second 
cousin to a gunman. And he needed a shine. He 
had been working an apartment-house neighborhood 
where the rentals average about $125 a month. Now, 
| ask you, what chance did that man have? 

A neatly dressed, nice-looking young chap came 
briskly into my office the other morning at ten min- 
utes after nine. He was selling stock in some sort 
of a commercial aircraft proposition, and as he put 
his prospectus before me he radiated that indefinable 
odor of cleanliness. But when he wanted to point 
out some statistics on one of the pages he did it with 
a finger that was deep in intense mourning. I’m sure 
he couldn’t have cleaned his finger-nails for days. 
They were terrible, and disgusting. And right away 
all those pleasing after-sensations of a good little 
breakfast left me. He couldn’t have sold me a new 
dollar bill for eighty-nine cents. 





Six Bits Did It! 


“Line forms on the right, madam. Please don’t 
crowd. No, madam, we can’t wrap it so you can carry 
it home. We'll be glad to send it.” 

That is not a nightmare nor a dream. Its just about 
what happened in the offices of the Portland Gas & Coke 
Company when one insertion of the following advertise 


ment appeared in one morning newspaper. Before the 
sale was four hours old, forty-four water heaters had 
been sold. Maybe this isn’t a record, but it’s darn near 
one. Here’s the very ad: 


ANNUAL SALE 


Thousands of women are still bearing unneces- 
sary burdens; carrying boilers, tubs or whatnots 
filled with water to hot-plate, laundry stove or cook 
stove. Stop and think! Who’s the goat? 

A little tank heater would do all that work for 
you without extra heating expense. 

Then why do thousands of women still cling to 
the old way? 

“Cannot afford to install a tank heater.” That is 
true in many cases and therefore the gas company 
once a year plays Santa to several hundred deserv- 
ing women. 

They send out their measuring man, the shop cuts 
the material needed just to a nicety; a man with a 
smile brings it to your door, together with a hand- 
some little tank heater, the standard in its line, made 
of cast iron, with double copper coils. And in walks 
the expert, who cleverly puts the whole installation 
together for vou, lights her up to see that all works 
perfectly, and thanks you for the pleasure of being 
of service to you. All this material and laborious 
work costs the company cash and yet all they asked 
you was 75 cents—six bits—just to show your 
good faith. 

To-day begins the sale. The price is $31.75 in- 
stalled (or if desired not installed $19.75). 

Terms 75 cents down and 75 cents a week pay- 
able with the monthly gas bill. 

There are only 500 in stock in this territory. Five 
hundred people can invest 75 cents for this labor 
saver and we'll invest all the balance. We trust 
them. Women who have slaved away for years 
with boilers and tubs are the kind worth trusting. 


PORTLAND GAS & COKE COMPANY 





1. Our customers judge this company by 
what they think of you. 


2. Old customers are new customers who 
have been rightly treated. 


3. The recollection of pleasant treatment 
remains when everything else is for- 
gotten. 


4. Do not expect a customer to believe 
what you do not believe yourself. 


5. Courtesy always pays—and you are 
paid to be courteous. 





Things for Salesmen to Think About 


6. Two are required to make service per- 
fect—the server and the served; and 
you are always responsible for your 
part. 


7. Our satisfied customers are our obli- 
gations. 


8. Let your willingness outrun your most 
valuable asset. 


9. We exist not alone for today. We live 
for tomorrow also. 


—From Niagara Paper Mills Co. 
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Public Utilities Securities Market 


Report 





Prices of Representative Gas Bonds 


(Quotations furnished by The National City Company) 


—Market— 
June 2, 1921 
Company Issue Maturity Bid Asked 
American Lt. & Trac. Co...... . Five Year 6s....... May 1, 1925 88% 89 
Brooklyn Union Gas Co........ First Consol. 5s.... May 1, 1945 78% 79 
Cotemmnts Gee @ Bite. CO. cecacs PM Dic cccccciccs Jan. 1, 1972 83 84 
Consol. Gas, Elec. Lt. & Pr. 

Co. of Baltimore........ First Ref. 7%4s..... Dec. 1, 1945 96 96% 
Consol. Gas, Elec. Lt. & Pr. Co.. General 4%s....... Feb 14, 1935 73 74 
Consol. Gas Co. of New York...Sec. Conv. %...... Feb. 1, 1925 100% 101 
Consol. Gas Co. of New York... One Year Sec. 8s... Dec 1, 1921 997% 100% 

New Amsterdam Gas Co...... First Consol. 5s....Jan 1, 1948 6134 62% 
Denver Gas & Elec. Co.......... Gen. (now ist) 5s.. May 1, 1949 80 82 
Reetvast- Gate SENG Cikccicvssccce Ge Gicciccacevcs Jan 1, 1923 90 92 
Equitable Illum. Gas Lt. Co. of 

Philadeighia ccccccecacce First 56...0000 cooejan 1, 1928 951% 97 
Hudson County Gas Co......... First 5s...... vedaeg ey 1, 1949 7334 76 
Laclede Gas Light Co........... Ref. & Ext. 5s...... Apr 1, 1934 744% 75% 
Louisville Gas & Elec. Co....... First & Ref. 7s..... hun 1, 1923 94 95 
Michigan Light Co.......... eos Fieet & Rel. Se... <. i; i, 1946 68 7 
Milwaukee Gas Light Co........ ree 1, 1927 81 82! 
Pacific Gas & Elec. Co.......... Gen. & Ref. 5s..... Jan 1, 1942 767% 77 
Pacific Gas & Elec. Co.......... Col. Tr. Conv. 7s... May 1, 1925 961% 97 
Pacific Gas & Elec. Co.......00. First & Ref. 7s..... Dec. 1, 1940 98 99 

Cal. Gas & Elec. Corp......... Unif. & Ref. 5s..... Nov 1,1937 86 87 
Peoples’ Gas Lt. & Coke Co..... Refunding 5s....... Sept. 1, 1947 72 73 

Chicago Gas Lt. & Coke Co... First 5s............ July 1, 1937 76 77 
Portland Gas & Coke Co........ First & Ref. 5s..... Tan 1, 1940 744% 76 
Seattle Lighting Co............. Refunding 5s....... Oct. 1, 1949 65 68 
Southern California Gas Co...... rr eee Nov. 1, 1950 88% 89 
United Gas Improvement Co....Two Year 8s....... Feb. 1, 1923 98 98% 
Utica Gas & Electric Co....... Rel -& Bat. Ss... July 1, 1957 77 79 
Washington Gas Light Co.......General 5s ......... Nov 1, 1960 78 79 


Western States Gas & Elec. Co. 
of California .. 


soncccnne ee OE Be...c.tme 1, 


1941 744% 76 








Oil Prices Not Paying Cost 
of Operating Wells 


Pittsburgh, Pa—At the annual 
meeting of the Pennsylvania Oil 
and Gas Men’s Association, D. L. 
Starr, secretary, declared that the 
prices now received for crude oil 
are not paying the costs of operat- 
ing the wells. Following Mr. 


Starr’s address the executive com- 
mittee was instructed by the asso- 
ciation to learn the cost of operat- 
ing producing wells in different 
sections of the State. 
Officers elected were: 
croft, 


H. G. Bar- 
jradford, president; H. S. 


Grayson, Washington, vice-presi- 
dent; Frank Broman, Pittsburgh, 
treasurer; D. L. Starr, Pittsburgh, 
secretary. 

Board of directors: G. L. Croft. 
Warren; J. H. Duffy, Pittsburgh: 
J. P. Engleson, Washington; W. J. 
Haley, Bradford; R. A. Harman, 
Tionesta; L. Mills, Beaver; D. B. 
McCalmont, Franklin; P. A. Trout- 
man, Waynesburg; E. L. Wasson, 
Butler. 

Executive committee: P. H. 
Curry, Pittsburgh; E. Emery, 
Bradford; J. E. Fleming, Titus- 
ville; T. W. Phillips, Butler; E. A. 
Willets, Pittsburgh. 


The meeting went on record as in 
favor of the Woner bill, now be- 
fore the Governor, under which the 
drilling and operating of wells will 
be regulated, it being compulsory 
to plug non-productive wells. 





Cities Service Company 
Dividends 

Cities Service Company has de 
clared the regular monthly cash diy 
idends of one-half of 1 per cent on 
the preferred stock, the preference 
B stock and the common stock, and 
the regular monthly dividend of 1% 
per cent on the common stock pay 
able in common stock at par, all div 
idends being payable July 1 to stocks 
of record June 15. 





Company Elects Officers 

Carlisle, Pa.—The Carlisle Gas & 
Water Company has elected the fol 
lowing officers: 

President, John Hays, managers, 
George M. Hays, W. W. Newsham, 
J. E. Munro, R. S. Hays, C. M. Lig- 
gett, H. R. McCartney, Hays Mc- 
Glaughlin and James Dysert. The 
latter three represent the town coun- 
cil. 


Fire Losses 

According to the National Board 
of Fire Underwriters, fire losses 
due to manufactured and natural 
gas in the l/nited States during the 
past five years amounted to $10 
203,300. or an annual average of 
$2,040,660. New York topped the 
list with $1,612,370, Pennsylvania 
second with $1,238,560 and Ohio 
third with $1,012,940 fire loss. 





C. M. Clark Elected Treasurer 


Chester M. Clark, formerly head 
of the corporation department of 
Stone & Webster, Inc., and during 
the war secretary of the underlying 
company at Hog Island and as- 
sistant to Matthew Brush, the pres- 
ident of that corporation, has been 
elected treasurer of Arthur D. Lit- 
tle, Inc. 





















June 4, 1921 





AMERICAN GAS JOURNAL 








“Contact Club” Organized 
Much interest has been taken by 
employees of the Philadelphia Com 
pany and subsidiary companies, in 
developing public speakers. Courses 
conducted by eminent professors 
during the past few months were 
arranged for interested emplovees 
and the “speaking classes” were well 
attended. As a result, a new club 
has been organized, under the name 
of “Contact Club,” holding regular 
meetings and dinners. Short 
speeches by qualified persons are ar- 
ranged, subjects dealing with ques 
tions which arise every day in the 
business of the company. At the or- 
ganization meeting held recently the 
talks and discussions included “Elec 
tric Power Rates,” “Rock Pressure 
and What It Means,” “Gas Regula- 
tors,” and “Why Power Rates in 
Pittsburgh Cannot Be Reduced.” It 
is expected that much benefit will be 
derived by all members of the club, 
both in the nature of improving 
their “speech-making” and in hecom- 
ing acquainted with problems of the 
other departments of the company 


Erects Government Holders 

The Cruse-Kemper Company re- 
ports that it has the contract for 
the gas holders at the Naval Air 
Station, Lakehurst, N. J. 

The station will be one of the 
important units in the naval air 
service, and it is expected that 
some of the large dirigibles will 
use this station. 

The gas holder contract is for a 
million cubic foot and two smaller 
gas holders. 





Taking of Testimony Finished 

The taking of testimony in the 
action brought by the Fulton 
County Gas & Electric Company 
against the Rockwood Manufac 
turing Company, Inc., before Jus- 
tice E. C. Whitmyer at a special 

| 


term of Supreme Court in Schenec- 
tady has been practically completed. 

Attorney Fred Linus Carroll ap 
peared for the plaintiff and John 
T. Norton, of Troy, for the de- 
fendant. 








To Buy Gas Plant 


Middletown, Ind.—A_ committee 
composed of 3 B. Frazier, W. F. 
Becker, Karl B. Davis, John Q. 
Prigg and C. J. Pickering, which has 
been representing the gas consumers 
in the effort to plan a way by which 
Middletown will continue to be sup- 
plied with gas has been very success- 
ful. They have circulated a petition 
to buy the present plant and each 
subscriber agrees to pay $25 per 
share. In this way the amount asked 
by the present owners, $3,000, has 
been reached and a meeting held for 
the purpose of taking some definite 
action as to the forming of the com- 
pany and the purchase of the plant. 


A Customer Ownership 
Incident 

The following comes from the Se- 
curities Department of the Enid 
(Okla.) division of the Oklahoma 
Gas & Electric Company: 

“An old negro came hobbling into 
the office a few days ago and asked 
where he could find the manager. 
Upon quesioning him it developed 
that he wanted to buy some stock in 
the company as he said he had a 
couple of no-account sons who were 
always borrowing money from him 
when he had it in the bank, and so 
he was taking this means of putting 
it ina safe place where they wouldn't 
be able to touch it and at the same 
time he would be able to receive a 
good return on his money. ‘It’s an 


ill wind that blows nobody good.’ ”’ 


‘What Is Your Idea of a 
Successful Public Utility? 


This was the question asked del 
egates to the recent convention of 
the Oklahoma Utilities Associa 
tion, and the prize-winning answer 
by (reorge de Davis is conclu 
sive 

‘The successful public utility 
has: (1) The confidence of the 
public; (2) the satisfaction and 
contentment of its consumers; (3) 
the good-will of its employees; (4) 
the faith of its stockholders.” 





D. P. Hartson Recovering 
D. P. Hartson, distributing eng 
neer, Equitable Gas Company, Pitts 
burgh, returned to his office after a 
six weeks’ illness, only to suffer a 
relapse after two days and is just 
about getting over another six weeks’ 


siege, 


Not Forced to Supply Gas at 
a Loss 

\n article from the Wichita 
(Kan.) Beacon reads: 

“The business of supplying nat- 
ural gas to thousands of domestic 
consumers in southern Kansas has 
become a _ profitable one. The 
Wichita Natural Gas Company is 
no longer forced to do business at 
a loss, according to experts, al- 
though it was claimed that there 
was a loss on the business in pre- 
vious years 

“With southern Kansas patrons 
of the Wichita Natural paying 
twice as much for gas as they paid 
last winter, there has been little 
complaint on service because of re- 
markably mild weather. Gas sup- 
ply has been good throughout this 
part of the State. The rates are 
averaging around 50 cents a thou- 
sand feet. 

“Another thing favorable to the 
Wichita Natural is that the pull on 
the supplying wells is not nearly 
so strong this winter as ordinarily. 

“Of the famous dozen cases filed 
against the \Vichita Natural more 
than a year ago by cities and dis- 
tributers on the company’s threat 
to shut off service for better rates, 
now only one case remains to be 
heard, the others having been de 
cided in favor of the Wichita Nat- 
ural on appeal. The remaining 
case is that of the Kansas Gas & 
Electric Company. 

“The limiting and measuring de- 
vices which were to be installed in 
the homes of \Vichita consumers 
and those of near-by towns hav: 
not been placed. It probably will 
be next winter before anything 
more definite will be accomplished 
in this respect.” 
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Oil News from Wyoming 


That things are booming in the 
Salt Creek oil fields is proven by the 
many reports of new oil wells. The 
latest “phenom” was brought in at a 
depth of 1,260 feet in the Southern 
part of the field. The well which 
belongs to the Bosion-Wyvoming- 
Northwestern Oil Company interests 
is located in the southwest corner of 
the southwest quarter of section 2 
39-79. The workmen claim that it 
lifted twelve-inch casing and tools 
out of the hole and threw oil over 
the top of the derrick. The well is 
running wild and the oil is flowing 
over the ground of the Big Indian 
Company's lease adjoining on the 
northwest part of section 11,39-79. 

Tankage and additional men have 
been rushed out of Casper to place 
the well under control. 

The new well which offsets the 
Big Indian-Salt Creek consolidated 
well on the southwest of section 3 
39,79 is reported to have made 1,000 
bbl. in the first four hours and oil 
men on the ground estimate that it 
is good for 1,500 to a 2,000 bbl. well. 

A Wyoming syndicate has been 
financed for $15,000 for the drilling 
of a test well near Lysite, Fremont 
County. 
about 


’ 


Operations will commence 
June 1. 

A producing well on the east half 
of section 11, Rock Creek, Wvyo., 
was brought in by the Ohio Oil Com 
pany. The importance of the well 
is that it proves as productive a large 
acreage in its neighborhood The 
amount of the new has not 
been given out. 


output 


The Ohio Company has another 
well on section 34, Rock Creek, on 
top of the sand, and is due for com 
pletion any time now Section 34 
has a number of producing wells and 
three others are going down on adia 
cent acreage. 

In section 11] Creek 


well Lance 


Rovalties Company has a 30 per 
cent working interest, in addition to 
royalty rights in the oil, and the 


same company owns royalties cover 
ing the new well on section 34. 

Rock Creek field is regularly pro 
ducing about 7,500 bbl. of oil daily 

The Ohio Company is reported to 
have completed a second well in the 
Grass Creek region. Although not 
yet placed on the pump, the weil is 
rated at good or better than the first 
deep producer. 

General Petroleum Company has 
contracted to complete one of the 
deeper tests in Wvoming in the Fm- 
ery Syndicate well on the southwest 
quarter of section 8-25-86 of the 
Ferris field, Carbon County, Wyo. 





The hole is standing at 4,800 ft. and 
will be drilled 5,600 ft. if necessary 
At 4,060 ft. the Wall Creek sand, 140 
ft. thick was found dry. The muddy 
sand is expected at 5,150 ft. and the 
Dakota formation at 5,350 ft. 


Finds Gas Up to Standard 

Spokane, Wash.—The average 
heating quality of the gas supplied 
by the Spokane Gas Company in 
April was 533 B.t.u., according to 
the monthly report of City Chemist 
Johnson. The highest number of 
heat units was 595 and the lowest 
505. The standard for ‘Spokane 
fixed by the State Public Service 
Commission after its hearing on 
heating quality of gas last December 
was 520 to 540 heat units. The 
standard that was in force for years 
was 600 units. The daily pressure 
tests on the gas company’s supply 
were satisfactory, chemist Johnson 
reported. 

Officials of the Spokane Gas Com 
pany say that coal and oil for gas 
making are costing more than they 
did at the rate hearing last Novem 
ber. The oil is used in the manufac 
ture of water gas. which is afterward 
mixed with the coal gas to increase 
the heating units. Some of the oil 
recently used by the gas company 
had to be shipped from Oklahoma 
because of a scarcity in the Cah 
fornia field, it was said 


Placing New Gas Line 

Sunfury, Pa.—Workmen of the 
Pennsylvania Power & Light Com 
pany are placing a new and larger 
gas main on North Fifth Street from 
Reagan to Line Street The new 
main will insure adequate service for 
residents of that vicinity. 


M. R. Sumner Appointed 
Chief Engineer 
Merton R. Sumner has been ap 
pointed chief engineer of Arthur D. 


Little, Inc., chemists, engineers 
and managers, Cambridge 39, 
Mass. Mr. Sumner was formerly 


chief engineer for New England of 
Fred T. Ley & Co., Inc., in charge 
of about 125 construction projects, 
and more recently was chief engi- 
neer of the Fuller Industrial Engi- 
neering Corporation, a subsidiary 
of the George A. Fuller Company. 





Gas in Cemetery 
\Woodsfield, Ohio.—A gas well 
estimated to produce several mil- 
lion feet of gas a day has “‘come in” 
in the Oaklawn Cemetery. 








Atlanta Gas Light Co. Report 
Atlanta, Ga.—Net operating rev 
enue of the Atlanta Light 
Company for the month of April 
was more than 200 per cent greater 
than net operating revenue for th: 
month of March, according to a 
comparative statement filed with 
the railroad commission by Pres- 
ton S. Arkwright, president of the 
company, in response to a request 
for this information to be used by 
the commission in deciding as to 
whether or not the gas rate should 

be reduced. 

On March 1 the company’s rate 
was increased, by authority of the 
commission, from $1.45 to $1.90. 
Before the increase took effect 
there had commenced a decline in 
labor, coal and oil, and on this ac- 
count the was asked 
by consumers to reopen the rate 
and consider whether or not the 
increase was justified, in the light 
of a decline in operating 
which might be found to have oc- 
curred since the company’s peti- 
tion was filed in the latter part of 
1920. Instead of reopening the 
rate, the commission decided to 
allow the increase to go into effect 
and observe carefully its effect 
upon the company’s revenue. The 
commission assured the public that 
the rate would be reduced as soon 


Gas 


commission 


costs 


as a decline in the company’s op 
erating expenses justified 
tion. 

Although the increased rate took 
effect the first of March, the full 
result of the increase could not be 
judged until April 
iwailable. Fence 


a reduc 


figures were 
the railroad 
commission asked the company for 
a comparison of the two months. 
Readjustments of meters, overlap- 
ping of meter readings from one 
month to another, and other fac 
tors made it difficult to judge the 


effect of the increased 


rate upon 

March revenues. 
The railroad commission will 
take up, at an executive session 


called for that purpose, the ques 
tion of reopening the com 
pany’s rates. The commission now 
has before it complete information 
to enable it to form a conclusion 
[It has the appraisal of the com- 
pany’s property recently made by 
Dr. Riggs, of the University of 
Wisconsin; the audit of the com 


gas 


pany’s books recently made by 
Haskin & Sells. showing particu 
larly what items the 


company 
charged up to operating expenses 
during the past fourteen months: 
the report of E. M. Price, rate ex- 
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vert of the commission, on the sell- 
ing price of oil and coal in the oil 
and coal fields; and, finally, the 
company’s report on operations 
during March and April under the 
new rate. 

The company’s statement shows 
that net operating revenue for the 
month of March was $31,191.35, 
while net operating revenue for the 
month of April was $97,453.81, or 
an increase of more than 200 per 
cent. 

The company in a special note 
attached to the April statement en- 
deavors to explain away $27,615.33 
of the net operating revenue on 
the ground that gas sold in previ- 
ous months was not collected for 
until April. 

It is interesting to note that 
whereas the company’s gross rev- 
enue increased from $173,023 in the 
month of March to $229,821.47 in 
the month of April, its total oper- 
ating expenses decreased from 
$124,016.84 in the month of March 
to $124,552.85 in the month of 
April. 

In other words, the revenue went 
up and the expenses went down, in 
the comparison of the two months. 

No deduction was made in the 
company’s report for depreciation 
and replacements in the two 
months covered, and special atten- 
tion is directed by the company to 
this fact. In other words, out of 
the net operating revenue, as 
shown, must come depreciation 
and replacements. 

The company’s gross sales of 
gas in 1920 were 1,300,000 cu. ft 
If the company’s net operating 
revenue per 1,000 cu. ft. of gas 
should continue at the rate of 78 
cents the remainder of the year, 
and if the sales should be the same 
as last year, the company’s net op- 
erating revenue for the nine 
months from April to December, 
inclusive, would be $760,537. 

The detailed statement of rev- 
enue and expenses for the month 
f March is as follows: 


a 


REVENUES 
Rev. from sale of gas...$171.217.12 
Rev. from other sources 1,805.88 


$175,025.00 


Total 


EXPENSES 
Manufacturing ........ $105,444.24 
Distribution ...... i... 10,451.77 
Commercial expense 7417.25 
MEINE on naedean cess 8,224:88 
Newbusiness ......... 1957-79 





Maintenance reserve ... 520.91 
ES ho es incre aeaaacrs 7,814.81 

fi!) Ne epereeaat $141,831.65 
Net after taxes........ 31,191.35 


The detailed statement of rev- 
enue and expenses for the month 
of April is as follows: 


REVENUES 
Rev. from sale of gas. . .$229,508.86 


Rev. from other sources 312.79 
ME oe oe ree eee $229 821.47 


EXPENSES 


Manufacturing ........ $89 277.61 
Distribution .........; 12,989.67 
Commercial expense... — 8,167.66 
MON. ce coscsescees 9,229.54 


New business ......... 
Maintenance service 
Taxes 


1.822.58 
3,065.79 
7,814.81 





97% 453.81 


Note of Explanation 

The company’s note explaining 
away $27,615.33 of this net oper- 
ating revenue for the month of 
April is as follows: 

“Note—Revenues represent me- 
ter reading period. Expenses are 
for calendar month. Income from 
regular meters covers an average 
period of thirty-two days. Revenue 
from pre-pay meters covers periods 
of various lengths, some as long as 
sixty-seven days. This due to nec- 
essary delays occasioned by chang- 
ing meter gears to new rate. We 
estimate that the extra revenue 
credited to this month on these ac- 
counts is $27,615.33.” 

An examination of the com- 
pany’s monthly reports on file in 
the railroad commission’s office, 
going back to March, 1920, and 
running down to March, 121, 
showed some interesting figures. 
It showed that the company had a 
net operating revenue from March 
ts June, inclusive, in 1920, and then 
began to have an operating deficit 

The figures are as follows: 

March, 1920—Net operating rev 
enue, $26,156. 

\pril, 1920—Net operating rev 
enue, $29,476. 

May, 1920—-Net operating rev 
enue, $13,599. 

June. 1920—Net operating rev- 
enue, $10,073. 

July, 1920—Operating deficit 
$8,216. 


August, 1920—Operating deficit. 
$10.314. 

September, 1920—Operating de- 
ficit, $10,973. 

Up to this time the company’s 
gas rate was $1.15. When the com- 
pany began to have a deficit it 
asked the railroad commission for 
an increase in rates, and the com 
mission granted a rate of $1.45 to 
take effect on Oct. 1, 1920. But 
even under this increased rate, ac- 
cording to its monthly reports to 
the commission, it continued to 
have a deficit. the reason being, as 
it claimed, the high cost of coal, 
oil and other items. 

The figures next ensuing, under 
the rate of $1.45, are as follows: 

(October, 1920—Operating deficit, 
$20 .755. 

November, 1920—Operating def- 
icit, $25,415. 

December, 1920—Operating def- 
icit, $26,911. 

January, 1921—Operating deficit, 
$2,431. 

At this point the financial needle 
began to veer back in the opposite 
direction, toward a profit, and in 
February, 1921, the company had a 
net operating revenue, according to 
its report to the commission, of 
$34,948. 

In the meantime, however, it had 
gone to the commission in Novem- 
ber, 1920, after examining its op- 
erations in October on the then new 
rate of $1.45, and claimed that even 
this rate was not enough to keep 
it going and it must have more, and 
the commission in February, before 
the February operations were com- 
plete, authorized the company to 
raise its rates to $1.90, effective 
March 1. 

March’s net operating revenue of 
$31.191 on a rate of $1.90 was less 
than February’s net operating rev- 
enue of $34,948 on a rate of $1.45, 
but in April the full force of the 
new rate became apparent in the 
net operating revenue of $97,458. 


Adds Lifts to Holder 
The Cruse-Kemper Company 


] +} 


has received a contract from 
Havana Electric Railway, Light & 
Power Company for the construc- 


1¢ 


9o 


tion of new lifts in 33,000 cu. ft. 
pit holder at Havana, Cuba 

\V. H. Price, formerly of Provi 
dence, is the chief engineer of the 
gas department and is making ex- 
tensive improvements involving 
much hard work. 
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Pacific Coast Association in 
“Get-Together” Meeting 


The annual “get-together” meeting 
of the Pacific Coast Gas Association 
was held at Los Angeles, Cal., Sat- 
urday May 14. The gathering drew 
members of this organization from 
all parts of California, but especially 
from the various gas utilities of Los 
\ngeles and southern California. 

The initial ceremonies of the an 
nual event took place in the after 
noon when about sixty of the dele 
gates assembled for an excursion to 
the generating plants of the Los An 
geles Gas & Electric Corporation and 
the Southern California Gas Com 
pany, both located in Los Angeles 
About an hour was spent at eithe: 
place where the visitors took the op- 
portunity of studying the 
plants of the above companies. 

The delegates first visited the gas 
generating and compressor plant of 
the Southern California Com 
pany, located at Ninth and Santa Fe 
Avenue, Angeles. Here is be 
ing erected a 3,000,000 cu. ft. gas 
holder which is to be ready for op 
eration by this fall when the great 
1921-22 winter peak load comes. 
The inspection trip about this plant 
proved to be interesting to the gas 
delegates 

The next 


large 


(34s 


Los 


was made at the 
large gas properties and generating 
plant of the Angeles Gas & 
Electric Corporation, in the indus 
trial heart of Los Angeles City. In 
its vast preparations for the coming 
winter peak season, the above com- 
pany is making numerous changes 
and installations of equipment. Some 
of the older generating equipment is 
giving way to more modern ma 
chinery. Seven 2?x35 ft. double 
shell generators are being installed 
here. Thev will have a total 
capacity of 27,000,000 cu. 
per hour. 

\t 6.30 o’clock the delegates gath 
ered at the City Club where a ban- 
quet awaited them. Following the 
usual order of the banquet, with en 
tertainment and fun, a fine speaking 
program was presented. Represent 
atives from the Pacific Gas & Flec 
tric Company of the northern part 
of the State, from the Los Angeles 
Gas & Electric Company and the 
Southern Counties Gas Company of 
California participated in this part 
of the program. More than a hun- 
dred members of the Pacific Coast 
Gas Association attended the evening 
session, many new applications for 
membership to the association being 
turned in by active workers 


stop 


Los 


rated 
ft. of gas 


directors of 
\ssociation 


otficials and 
Pacific Coast 


Present 
the 
are: 

William M. 
Northwest Gas & Electric [Equip- 
ment Company, Portland, Ore.; 
Henry Bostwick, vice-president, dis- 
trict manager Pacific Gaas & Electric 
Company, San Francisco, and W. M. 
Henderson, 


(jas 


Kapus, president, 


secretary-treasurer, en 
vineer gas distribucdon, Pacific 
& Electric Company, San Francisco. 
Directors—- John A. Britton, Pacific 
Gas & Electric Company, San Fran 
Guv W Talbot, Pacitic Power 
& Light Company. Portland, 
W. B. Cline, Los Angeles Gas & 
Electric Corporation, Los 
Cal.: H. R. Basford, H. R. Basford 
Manufacturers’ Agent, San Francis 
co; L. N. Newhert. Pacific Gas & 
Electric Company, Oakland; Hilmar 
Papst, Portland Gas & Coke Com 
pany, Portland, Ore., and Ferdinand 
R. Bain, Southern 
Company of 
geles, Cal 


(gas 


cisco 


Ore. ; 


\ngeles, 


(jas 


Los An 


( ‘ounties 
California, 


Fulton County G. & E. Co. Is 
Doing Complaint Jobs Free 

Commencing May 1 the Fulton 
County Gas & Electric Company 
adopted a policy whereby it will 
make no charge for the following 
gas labor: Adjusting ranges, water 
heaters, miscellaneous appliances, 
lamps, and cleaning automatic 


water heaters, repairing leaks in 
appliances, 
excepting the leaks in house pip- 


lamps or house piping 


ing taking more than one hour, 
‘learing house piping, disconnect- 
ing ranges and miscellaneous ap- 
piiances except water heaters, and 
installing consumers’ mantles. 

The company will continue to 
charge on a time-and-material ba 
sis for all other piping work, such 
as connecting up appliances, run- 
ning fuel lines, and for installing 
or changing position of consumers’ 
lamps and fixtures. 

A free semi-annual inspction will 
also be made of all automatic water 
heaters in service, thereby insur- 
ine their efficient operation. This 
policy should do much to increase 
the sale of appliances. 


Annual Stockholders’ Meeting 
The first annual stockholders’ 
meeting of the Fulton County Gas 
& Electric Company was held sev- 
eral days ago in the office of L. C. 
Smith, manager of the company, at 
Gloversville, N. Y., for the purpose 
of electing a board of directors. 
The following board of directors 





was chosen: Walter Clark, Phila 
delphia, chairman; G. W. Curran, 
Philadelphia; James C. De Long, 
Syracuse; Lewis Little, Philadel- 
phia; Hon. L. N. Littaur, Glovers- 
ville; Homer Loring, Boston; R. 
A. C. Smith, New York; Paul 
Thompson, Philadelphia, and Wil 
liam Barclay Parsons, New York. 

The meeting of the stockholders 
was the first the Fulton 
County Gas & Electric Company 
and the Mohawk Hydroelectric 
Company was merged last year 
and the merged company named 
the Fulton County Gas & Electric 
Company. Prior to the meeting 
the company had no board of di- 


rectors. 


Cannot Reduce Rates Now 

The following statement has been 
issued by President McCarter of the 
Public Service Gas Company of New 
Jersey : 
' “The attention of the officers of 
the Public Service Gas Company has 
called to certain published 
statements relating to the likelihood 
of a change in the price charged for 
gas. These statements have their in 
ception, apparently, in the action re 
cently taken by the Consolidated Gas 
Company of New York in announce 
ing a reducing in the price of gas in 
a part of the territory served by it 
and its subsidiaries on August 1 
from $1.50 to made possible 
by a new contract for oil which that 
company has secured. 


since 


been 


$1.25, 


“The Consolidated Company says 
that all it desires is a continued fair 
return upon the value of its property 
devoted to the public use. That is 
exactly the position of Public Ser- 
vice Gas Company. It stands square 
ly upon the principles of law and 
fact determined in gas 
case, except only as the same may 
have been lawfully modified by sub- 
sequent economic developments. The 
present high price of oil will, un 
fortunately. last, in the case of Pub 
lic Service Gaas Company, at least un 
til well in the autumn. When the 
earnings of the company have been 
stabilized, its credit restored from 
the chaos of the last few years to a 
point where it is sufficient to attract 
the investment of the new capital 
necessary for the company’s devel- 
opment, and a reduction in operat 
ing expenses make it possible, the 
company will be entirely willing to 
make such reduction in price as these 
economic necessities will permit. In 
these respects the rights of the com- 
pany and the interest of the public 
are identical.” 


the Passaic 





